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1—Organization of an integrated and articulate construction industry 
which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—Identifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
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O’Malley’s great store in Phoenix is based on tested merchandis- 
ing techniques which have proven themselves in the organization’s 
13 other yards in the Southwest. Advertising slated toward the 
women — 25% of the store’s traffic. 


Illinois Store Shows Top Merchandising Ideas 42 


These tested selling and display ideas will add profitable sales 
in any dealer paint department. 


Garden Tools and Accessories: Key to Consumer Sales 44 


Prospects for building materials will visit your store if you fea- 
ture handy garden equipment and supplies during spring months. 


Consumer Paint Sales on the Increase 46 


Metropolitan and small town Texas dealers tell about successful 
merchandising programs. 


Woman Dealer Finds Service Sells Paint 47 


In Wichita, Mrs. Audra Houston takes a personal interest in sat- 
isfying her customers’ paint needs. Result: paint sales jumped 
from $1,000 to $3,500 in three years. 


More Profits from Manufacturers’ Literature 48 


How to fit these aids into your sales program; this article tells 
how to use this literature in personal contacts with your cus- 
tomers and in direct mailings. 


Among the Dealers 50 
What's New? — Products, Literature, Sales Aids 52 
Names in the News 64 
Classified Advertising 12 


Index to Advertisers 74 

















through partitions of Insulux Glass Block, 





You can “borrow” daylight from one room and use it in another 
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KITCHENS, BUILT OR BEING PLANNED 





ARE GOOD PROSPECTS FOR Daylight Engineerin 





Light with privacy. Insulux Glass Blocks shut out 
ugly views and prying eyes yet let in ample light, 


WitH REGULATION x halting much new 
construction, more and more emphasis is 
being placed on the maintenance, remodeling 
and modernization market. 


Daylight Engineering with Insulux Glass 
Block offers you the opportunity for lots of 
sales on existing buildings. Insulux Glass 
Block can provide light on stoves, sinks and 
working surfaces yet maintain complete pri- 
vacy for the housewife. Her wall of Daylight 
will be permanent—nothing to rust or rot, 
sanitary, have the thermal insulating value ot 
an 8-inch brick wall. 

One Insulux Glass Block job in a home 
often opens other opportunities, especially if 
a quick-witted salesman shows the housewife 


INSULUX 'waus 


—— ty the pioneers of Daylight Engineetilj 


in how many places Insulux Glass Block 

enhance her home. Light with privacy in 
bathroom—light in other rooms but blocki 
out ugly sights—light for the front entrang 
basements, inside partitions. 


Supplies of Insulux Glass Block and all 
accessories needed for installation ate ! 
mediately available. 


To get complete information out Insul 
Glass Block just write Daylight Enginee 
Laboratory, Department 
AL3. Box 1035, Toledo 1, INSU 
Ohio. American Structural 
Products Company, subsidi- 
ary of Owens-Illinois Glass 
Company. 
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*The quality group of door manufac- 
turers is comprised of mills inspected 
regularly by the Fir Door Institute 
inspection service. This service is a 
check on quality completely indepen- 
dent of individual mill supervision. 
The doors produced by these manu- 
facturers carry F DI grademarks: 


Acme Door Corporation 
Hoquiam, Wash. 


Buffelen Manufacturing Company 
Tacoma, Wash. 


Cruver Door Company 
Anacortes, Wash. 


Klamath Door Company 
Klamath Falls, Ore. 


M and M Wood Working Company 
Portland, Ore. 


E. A. Nord Co., Inc. 


Everett, Wash. 


Puget Sound Manufacturing Co. 
Tacoma, Wash. 


Robinson Plywood & Timber Co. 
Everett, Wash. 


Simpson Logging Company 
Seattle, Wash. 


Vancouver Door Company 
Montesano, Wash. 


The Wheeler Osgood Company 


Tacoma, Wash. 
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A Wide Selection 
...Plus 5 Quality Grades 
for Every Building Need 


Small cottage or stately mansion... office, hotel or commer- 
cial building . . . there’s a quality-manufactured* Douglas 
Fir door for every conceivable building requirement. 


FDI-Inspected doors are produced in 36 interior door 
designs, 21 entrance door designs, several garage door designs 
...in a wide range of styles, sizes and grades. Architect- 
designed for beauty... precision engineered for perfect align- 
ment...perfect balance... perfect performance—doors bearing 
the FDI hallmark of quality are manufactured and inspected in 
strict accord with rigid Department of Commerce standards. 


Small wonder six out ten doors specified for America’s 
residences are Douglas Fir doors. 


Demand these FDI official stamps Fir Door Institute 


on every Douglas Fir, Western 
Hemlock, or Sitka Spruce door you 
buy. These FDI grade-marks certify 
that doors so marked meet quality 
Commercial Standards CS73-48 or 
CS91-41—and have been officially 
inspected by the Fir Door Institute. 
At buyer’s request, doors marked 
by FDI stamps will be covered by 
notarized Certificate of Inspection. 


Tacoma 2, Washington 








Why Wait... 


Here’s a proven seller with features and 
profits for all. The Security Met-L-Wood 
Combination Window has been made 
Pobate ME-to) Ce WB Lo) Cob c-MEb bale (-) Mob ato dal-) a ob debate! 
name. It has most of the features of our 
famous all-aluminum Security Sash. We 
know it will satisfy old and new dealer 
demands as well as the ultimate con- 
sumer. Here is a combination window 
1 daKoh ab c-vo ght bd -\- MB alo Moh lo) Colon (-\- Me) ME-> go} Cobaton 
tions. Here is a combination that will 
sell — sell — sell! 


Geewtity 





MET-L-WO 


THE BEST COMBINATION FOR THE DURATION 


FEATURES 
Easy to fit and install permanently. 
Comes in stock sizes — fit most openings. 
Simple, sturdy, inconspicuous wood overlap frame. 
3 metal inserts — 2 glass and 1 screen panel. 
Metal slide channels for easy operating. 
Weatherstripped meeting rails. 
Wood frame prime coated with white Toxic 
Preservative — reduces warpage or swelling. 


@ No maintenance except occasional painting of 
wood frame. 


@ Lower sash opens for ventilation. 
@ Screen locks, screened weep holes. 


Dependable Home 
Insulating Products 
Simce 1920" 


SEC 
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CURITY BANDWAGON NOW! 
Production is Geared for Almost 
Immediate Delivery. Write — 
Wire or Telephone Today for 
Information, Sample — Prices. 
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A Division of the Security Company 


385 Midland Ave. - 






Detroit 3, Michigan 
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WASHINGTON REPORT 








The economic and administrative climate, at the 
moment, isn’t so good; and this goes for the 
country as well as for bureaucratic Washington. 
No use crying about it, we guess, and little use 
in pointing the finger. But it can be said that 
the fix we’re in is generally held to be stinkin’ ; 
and the average feeling is worse than one of 
exasperation. 


A sacrificial toeing of the mark: You know, every- 
body pulling his weight; or at least everybody 
says this is the time to do it. But the great 
duties of renunciation for the public good don’t 
seem to hit where they look. With various as- 
sists by interested parties, these sacrifices have 
highly selective impacts. 


Men in military service ARE toeing the mark. 
They’re facing up to physical hardships and 
dangers that don’t get talked about much, since 
these things can’t be weighed or measured. But 
this isn’t all. 


The reservist can’t get a job, since he may be 
called up any time; or if he owns a business and 
is called up he probably must let it go at a loss. 
If he and the draftee do come back, a few 
years hence, they’ll try to start their scrambled 
careers again at a time when thousands or 
millions of other returning veterans of neces- 
sity are competing for the same opportunities. 


here’s the business man who can’t get defense 
orders and whose supply of raw materials for 
his own line of production is cut back. There 
are the nonunion laborers and the white-collar 
workers—probably five times as many of them 
as of big-union workers—who have little luck 
In trying to bargain for cost-of-living wage 
raises. 













































































































































































Add the people on fixed incomes; pensions, or 
‘small returns from savings. Add those who 
own government bonds for which they paid a 
lot more, six or eight years ago, than these 
plasters plus their accumulated interest are 
Worth now in buying power. 


he big unions, knowing that workers usually 
suffer seriously in a period of inflation, are de- 
termined that this time they’re not going to 
behurt. They’ve been presented a formula that, 
if applied straight across the chart, would add 
Some six billions directly to the industrial wage 
bill and would add that much to inflation. In 
addition the formula has a built-in inflation 
clause ; authorizing pay raises to match cost- 
of-living advances. 


the union chiefs are crying that they wuz 
Tobbei. What they really want is a wage ceil- 
ig So porous that they can catch up with John 
‘+ewis’ fast wage grab. They want retail prices 
rolled back and frozen solid. They want con- 
rol of Federal control machinery, including 
the richt to say who shall be drafted for mili- 

ry service. “’Stoo bad,” they remark in effect, 
With their feet in the trough, “that there’s only 
Just enough for us.” 


imping onto one group isn’t smart, since few 
beople make voluntary personal sacrifices for 
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the public good. But there are a couple of prac- 
tical business reasons for mentioning these 
things. 


Inequalities of sacrifice are creating personal re- 
sentments likely in future years to have some 
serious impacts, both in business and in poli- 
tics. This page was no end shocked to hear an 
official of an industrial association, represent- 
ing one of the huge industries in this country, 
say calmly that his associates took it for 
granted that this particular industry would be 
nationalized within ten years and that others 
would follow, not much later. 


Looked at immediately, however, the present is 
probably the best advertised period of inflation 
in all American history ; consequently it’s likely 
to be checked by national counterbalances. Not 
only Federal controls, but individual defenses. 
The scramble for protection, in some cases a 
counsel of desperation, seems to be having an 
effect. Everybody expected spiraling prices to 
go on up until the inevitable bust occurred ; but 
since everybody has looked for it, and has tried 
for protection, maybe it'll not come. Let’s 
hope! 


The National Association of Home Builders pre- 
dicts the enactment of the defense housing bill 
by April first. If the bill includes special and 
so-called “Lanham Act” housing for defense 
workers, and also a new FHA Title 1X pro- 
gram, there’ll be about 20,000 new residence 
units built under these provisions. Possibly less. 


The VA and FHA construction under present leg- 
islation, so the NAHB thinks, will account for 
somewhere up to 50 percent of all construction. 
This leaves a substantial volume to be handled 
by conventional financing. 


The ’51 construction volume keeps up speed. Data 
given out by the Departments of Commerce 
and of Labor show that expenditures for new 
construction at the end of February were at 

‘anew high. These figures include public con- 
struction, private non-residential construction, 
and private residential building. The private 
residential volume, sure enough, was about 
equaled by the September, ’50, high point. 


‘Dealers had a big backlog of house sales; product 


of fast contracting when mortgage credit limi- 
tation talk got loud. Some bought stock pretty 
heavily for this purpose; others decided they’d 
rather have lumber in the sheds than money in 
the banks if inflation was to have its perfect 
work. That was part of the defense stuff, men- 
tioned above. 


Lumber pipelines seem to be pretty well filled; 
and well known leaders in this industry think 
we may have a year calling for a skilled selling 
job at the retail level. No direct connection 
with our industry; but reports come in that in 
a good many other lines a retailer who hunts 
around and makes a show of price resistance 
can deal with wholesalers and manufacturers 
on prices quite favorable to himself. 








fine Oregon 
Douglas fir 


(a3, 
fine plywood mills 
(3. 
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is the finest on the face of the earth. That’s why we use it 


RA re) re) D MILLS. IN C : The mills in which we make our plywood are models 0 
' ° efficiency in the industry. 

. The people who work with us are skilled, interested, p" 

GENERAL OFFICES ductive—with pride in their jobs. : 

From these ingredients of materials, machines and ™ 

EUGENE, OREGON comes APMI sad exterior and interior panels 

carry double marks of quality—the DFPA gradeimark i 

our own trademark. 

Your inquiries are welcomed at our general offices, 

APMI sales warehouses. 


APMI SALES WAREHOUSES: 925 Toland St., San Francisco; 4814 Bengal 
St., Dallas; 4003 Coyle St., Houston; 4268 Utah St., St. Louis; 1026 Jay St., 
Charlotte, N. C.; Eugene and Willamina, Oregon. 
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NEWS BRIEFS 


Adjustments, directives, and relaxations are coming along in 
one guise or another to the extent that there will be a sizable mar- 
ket for the light construction industry in 1951. Also, price adjust- 
ments are in the offing to the extent business apparently will not 
be badly squeezed profitwise, although pinches will be felt. 


x* * * 


Industrial construction, such as steel mills and chemical plants, 
ig under way. However, Charles E. Wilson, the Defense Mobilizer, 
says he isn’t planning to issue any more certificates of necessity, 
at this time, for the building of additional steel plants. In fact 
agood many things, at the moment, are slowing down. And there 
are observers who say flatly that the defense program is “sagging.” 

* * * 

The defense program is going along. This is a time of getting 
the national breath and seeing what and how much defense mate- 
rial is needed. Expect defense production to swing up during 
the second half of the year and to carry on, but fast, into or 
through next year. Those who should know say the big push 
hasn’t really started. 

co * * 

Ceiling Price Regulation 7: This is the first of the promised 
“pricing chart” type of control orders. It specifically omits lum- 
ber, building supplies and hardware; but it does include a few 
categories important in certain yards. Venetian blinds, awnings, 
cabinets and the like. 

* * * 

The importance of CPR 7, to this industry, lies in the fact that 
i's supposed to set the general pattern for future orders that may 
hit us directly. CPR 7 hasn’t been received with brays of joy by 
the retailers whom it touches. In fact these retailers expect it 
eventually to do some painful squeezing. Consumers can’t love it, 
since it does little to check price inflation at the wholesale level. 


* * * 


_This percentage markup, with its dollars-and-cents accomplice, 
isa tough one to curry below the knees. As we get it, you find out 
what you sold a left-handed monkey wrench for, on the 24th of 
February; also what it cost you. Sure enough a flock of adjust- 
ments are allowed. You might have been holding a clearance sale 
mn monkey wrenches on that date; and you’re not to be stuck with 
in abnormally narrow margin. Still other adjustments. 


* * * 


The formula for wholesale cost increases in setting new retail 
prices seems to get most retailers to sounding like something with 
is tail caught in a door. Suppose you’ve been paying $2 for that 
wrench and have been selling it at $4. Nice work if you can get it; 


but this is just a made-up case. Then your cost price goes up 
0 percent. 

















* * * 


That adds 20 cents to your costs. But it seems that you can’t 
kdd 10 percent to your retailing price; which of course would be 
) cents. All you can add is that 20 cents; which would be an 





ain bel@e’'ta markup of 5 percent. Not so good. 

e use it * * & 

odels HE This page doesn’t intend to fight any duels if we haven’t got this 
tuff correctly explained. But anyway you’d better brush up on 

red, prog Ur decimal fractions. When these formulas get around to this 





ndustry, you’re due to have yourself a time in the wild blue yonder 
f arithmetic. 







* * * 


f he farm market for building materials, so the NRLDA thinks, 
Ul be right sizable all through this year. Farm income for ’51 is 


‘ timated at thirty-five billions, compared with twenty-seven bil- 
ons in 1950. , : 
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MRO Regulation Opens 
Ways to Many Markets 


National Production Author- 
ity, in issuing Regulation Four, 
to cover maintenance, repairs 
and operations (MRO) has 
opened the way to making the 
many sales in the light con- 
struction industry easier and 
more orderly. 

The purpose of the regula- 
tion is to assure that the busi- 
ness establishment of the na- 
tion as well as non-business in- 
stitutions can readily be kept 
in a good state of repair. 

Businesses and _ institutions 
are permitted to use an “ex- 
tendible DO-97 Rating” to ob- 
tain materials needed for main- 
tenance, repair and operation. 

Dealers should request this 
DO-97 rating wherever possi- 
ble as a safeguard to them- 
selves. It is likely that most 
suppliers will be quite insist- 
ent on their dealers extending 
ratings to receive shipment on 
a substantial part of orders ac- 
cepted. 

It is probable that the bigger 
file of DO-97 ratings the dealer 
can build up immediately, the 
better his position will be. 

In practical effect, Regula- 
tion Four gives business a defi- 
nite basis on which to go ahead 
with upkeep work. Businesses 
can, in general, use the same 
dollar volume of materials un- 
der MRO that they used last 
year. Expenditures must be 
kept to a quarterly basis. It 
is likely hardship conditions 
will be adjusted as time goes on. 

To use the DO-97 rating, your 
customer merely makes a nota- 
tion of use on the order or an 
attached piece of paper and 
signs his name. 


Authorized Building 


Clarification of building re- 
strictions indicates that con- 
struction of buildings for the 
manufacture of goods, the 
movement of goods to market, 
including storage, and service 
buildings of most types will be 
permitted where it can be 
shown they are needed to con- 
tribute to national defense 
needs. 

There have not yet been 
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enough decisions handed down 
to indicate the severity with 
which applications for permis. 
sion to build will be judged 
This is the kind of regulation 
that can be interpreted as cur. 
rent needs, supplies and expedj- 
ency dictates. | 

It is possible some early ap. 
plications will be turned down 
then approved later as over-all 
policy jells. 

There are even loopholes 
through which normally pro- 
hibited construction (al! build- 
ings and structures used for 
amusement) can be permitted if 
they are required for national 
defense. 






help you increase 
sales and profits “S 
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New Ductmakers simplify air x 

1 passage construction, improve 3 Insulation is more quickly Western Pine Leader 
flow of air, save time and applied and doesn’t fall apart Walter S. Johnson, president Showi 
materials. to cause extra work. : : 


of the American Box corporagi |? Pe 


New Flexible Metal Stop on Larger Outlets and simplified . - | 

2 apron prevents insulation from 4 construction of air passages tion, was elected president 7 by . 
slipping down and showing increase volume of warm air. the Western Pine Association a . 

in front. the group’s annual meeting held | 4" 

Expansion Channels eliminate the ugly joint recently at San Francisco. contre 


dark 


5 between face brick and fireplace form, when 
Ponde 


masonry dries and falls out. 


You, too, can take advantage of these and other quality features 
which make Price FYRO-PLACE a favorite with builders. Market Reports 
TACOMA—A week of unsea 


— OFFER PRICE FYRO-GRILL— | sonable weather has delayed™ 


— ; . opening of logging camp 
Sits: to home owners in your community. Every sale of a throughout this area and pr 













FYRO-GRILL means additional sales of brick, flue ¥ hen 

tiles, mortar, aggregate, etc. Ask for Folder with ag mg ag og ae 
10 beautiful outdoor fireplace designs. a” Regge ns gli ‘IIs 

of a blow to many s:wml 
Mining hong! a fortnight mee 

. . eset labor troubles ta 
Quantity discounts can be ; threatenall to cause an extendel 
allowed on any combination of Fireplaces and Grills. shutdown. The labor dificil 


ties were settled before the situ 
ation became too serious, ‘4 


p R I F FIREPLACE HEATER & ce eee oe ere 
iw .@, ) Geneon a ek o-Wenen, | 714-cent hourly incresse ey 


tive March and subject 10! 
193 W. AUSTIN STREET BUFFALO 7, NEW YORK proval by the wage stabilizat® 
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a PONDEROSA PINE ts 


pro- 
build- 


‘ol | "oem THE LUMBER TO BUY 


ted if 
tional The answer is found in 


V The fine natural quality of the timber 
being harvested from Kinzua’s own tree 


farm. 


V The superiority of Kinzua manufacture 
—edges straight, thicknesses uniform, 


ends square, ete. 


V The excellence of Kinzua’s Scientific 


kiln drying. 


V The dependability of Kinzua’s grades, 
which are strictly in accord- 
ance with association stand- 


ards. 

esident[m | Showing Kinspec glued- BY 
orporagm | UP panels — fabricated V-The fact that all Kinzua 
lent off | by electronic resin glu- .\e. 4 , ™ 66 , 
ition a ing from small, clear, \a\4 vem oe Pine is sold Quality Guar- 
ng held ¥," thick vari-grained | 
C0. contrasting light and 

dark pieces of Kinzua 


Ponderosa Pine. E k \ a ‘4 Sa V The fact that Kinzua is 


working toward a_ perma- 


anteed”’. 


nent operation — so as to 
afford you a continuous sup- 


ply of this famous Pine. 





Kinspec Panels Come Up To 28"'x72" 


KINZUA PINE MILLS CoO. 
KINZUA, OREGON 


MBER NATIONAL WOODWORK MFRS. ASSN. INC MEMBER WESTERN PINE ASSOCIATION 
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BRAUND 


meets the demand for 


SUPERIOR 
QUALITY 


BIRCH 


Carload oe 


BIRCH 
PLYWOOD 


Stock Panels — 


Grades A-A, A-1, A-2, A-3, 
1-1, 1-2, 1-3, 2-2, 2-3, 3-3. 
All thicknesses: 1/," to 3/,”. 
Complete stock sizes. 


BIRCH 
DOOR PANELS 


Grades available: 
A-3, 1-3, 2-3, 3-3, in 
¥," and 3/16". All 
panels are 3-ply. 


All Birch plywood meets 
Bureau of Standards spec- 
ifications. 


BIRCH VENEER 


Rotary and Sliced Cut 
Standard Thicknesses. 
Faces, Backs, Cross Band- 
ing & No. 1 Sheet Stock. 


L.C.L. 
SHIPMENTS 


now available from our 


new 
DETROIT 
WAREHOUSE 


including 


DOOR PANELS 
birch and gum '¥ & 3/16 


STOCK PANELS 
birch and gum all sizes 


SHEATHING 
fir and gum all sizes 


Specify your Requirements 


W. R. BRAUND 
COMPANY 
Suite 214, Dept. CD 
Wabeek Building 
BIRMINGHAM, MICH. 
Tolephone—M idwest 4,3450-51-52-58 


Birmingham TWX 
Detroit Warehouse—Tel. TY 4-4095 








board. However the combina- 
tion of the four-day shutdown 
that ensued plus the log short- 
age could have a serious effect 
upon general production. One 
local operator had planned to 
begin loading logs out of Min- 
eral lake, near here, last Mon- 
day but the lake’s freezing has 
thrown him behind schedule. 
Another operator had planned 
to start loading logs out of 
Skate creek on March 15, but 
that starting date is now doubt- 
ful. Mill and logging operators 
alike are hoping for a speedy 
weather break which will accel- 
erate their production prob- 
lems. Both rail and water lum- 
ber movement from here has 
been fairly steady, although 
car shortages continue to 
plague rail shippers. On the 
water side, the Dickman mill is 
loading 1,500,000 feet on board 
the Betsy Olson for California 
delivery and the Marine Arrow 
is loading 500,000 feet barged 
in from Olympia and Shelton 
for East coast ports. 


SEATTLE—W ith building 
activity more than double that 
of the corresponding January- 
February period for 1950 local 
retailers are looking forward to 
a big Spring business. Total 
permits for new construction 
and alterations the first two 
months of 1951 amounted to 
914 for a valuation of $14,037,- 
430 as compared to 782 permits 
and a $6,011,985 valuation for 
January-February 1950. Resi- 
dence construction shows a 
sharp advance when these fig- 
ures are broken down. A coun- 
ty report puts construction 
costs of homes $2,500 higher 
than a year ago. 


A late winter storm struck 
the Pacific Northwest early in 
March and continued through 
the second week virtually par- 
alyzing operations of many 
camps and mills. Practically all 
inland shingle mills went down 
with snow two feet and more 
deep. Icy roads made all trans- 
portation difficult. A consid- 
erable dent in production will 
show in monthly figures. 


Strike of some 14,000 mem- 
bers of the Lumber and Saw- 
mill Workers’ Union ended 
March 1 after a three day 
walkout. The men were granted 
a 714-cent hourly wage increase 
subject to approval of the Wage 
Stabilization Board. 


Inventory of logs on Puget 
Sound March Ist showed 386 
million feet on hand which js 
4014 million less than a month 
ago but larger than March 1, 
1950. Columbia river reported 
289 million or 3214 million less 
than February lst but more 
than a year ago. Grays Harbor 
with 74 million feet lost 5 mil- 
lion for the month but also has 
more than on March 1, 1950, 


MEMPHIS—With hardwood 
orders topping normal produc- 
tion each week and exceeding 
actual output, the industry is 
operating under unusually aus- 
picious sponsorship. All con- 
suming industries are in the 
market, prices are static at high 
levels. Vast quantities of hard- 
woods are being bought by the 
Government, for instance, the 
Chicago Procurement Office, 
Corps of Engineers asked offers 
of 400,000 feet of heavy hard- 
woods for delivery at Philadel- 
phia. This is 4/4 stock. An- 
other order is for a million feet 
of 6/4 heavy hardware. 

Large quantity orders of the 
lower-priced hardwood for 
boxes and crates are almost 
daily occurrences. Cottonwood 
and plain sap gum are in heavy 
demand. 

Prices are, in keeping with 
government orders, virtually 
unchanged but here and there 
some deviations are observed, 
occasionally some slight de- 
clines. 

The oak market is particular- 
ly stable with flooring stock 
bringing $81 on the West side 
of the Mississippi and about $2 
less in Memphis. While there 
is no shortage of flooring oak, 
the oak flooring manufacturers 
have kept offerings fairly well 
cleaned up. 

With the arrival of better 
logging weather timber work 
expanded and more logs began 
to flow to the mills. , 

Production of oak flooring 
set new records in the first two 
months of this year with prac- 
tically every item oversold. The 
backlog of orders on the books 
of manufacturers is believed to 
be the largest in history and 
some manufacturers have Tre 
fused to book additional ones. 
Production of mills continues 
to top 21,000,000 feet a week 
but this apparently is insuffi- 
cient to floor all the new homes 
being built. Prices are stable 
along levels set around the turn 
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GET MORE CASH-AND-CARRY SALES WITH 
THESE NEW TILE DISPLAYS! 


They sell! Sloane-Blabon’s newest merchandising units dis- 
play actual Texfloor* and Marbletone* tile in 9" x 9" size... 
show complete color lines . . . help customers plan decorating 
schemes. They save money! You do a specialized tile business 
with minimum inventory. They save space! Each unit measures 
only 28" x 36"... sturdy permanent type construction. They're 
ready now! See how you can get these profit-makers fast... 
send the coupon below today. 


*Trade-mark 
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y stand up! Rubber grippers They hang up! Put unused 
along bottom edges enable you space to work! These merchan- e e . 
fo stand units against wall, | dising units can be hung onthe | Send this coupon today for more information! 
chair, rolls, ete. for quick and wall to make effective, colorful 
easy demonstrating. selling-displays. 


ww 














Sloane-Blabon Corporation Dept. AL-1-3 
295 Fifth Avenue 
New York 16, New York 


Let me know how I can get these new Texfloor and Marbletone tile mer- 
chandising units. 
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SLOANE-BLABON CORPORATION - 295 Fifth Ave., New York 16, N. Y. 
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MILLWORK “We 
MANUFACTURERS! 
SASH AND DOOR 

JOBBERS! 





Weatherstripping plus 
balances... in 


Mel a one unit! 
Ain.’ > ‘ 
= 


Easily installed Ss 
in 6 minutes / 
per window! 


ra Ya pee 
. get 


Used with standard 
5," x Ye" grooves 
in sash stilesl - 


Metal quickly attached 


to jamb with 4 drive-screws, 79 
staples or nails! 


wir 





Less expensive than weather- 
stripping combined with any 
other type of sash balances! 





No replacement or main- 
tenance costs .. . equipment 
lasts the life of the building! /. 

if 


wv .. 


Quad 


COMBINATION 


METAL WEATHERSTRIP—SASH BALANCE 


Millwork Manufacturers and Sash and 
Door Jobbers . . . Write today for 
complete information. 


Retail Lumber Dealers . . 
mill or jobber today! 


ZEGERS, Incorporated 
8088 South Chicago Avenue 
Chicago 17, Illinois 


. see your 


Used with stock 
plank frames and 
stock sash! 


a Spee oN 
Ry i 


No machining 
of frames 
required! 





Metal completely covers 
jambs—lower cost 
lumber may be used! 


aR ° 





Dura-seal provides complete 
weather protection—smooth, easy 


window operation—neat, attractive 


window appearance. 





of = year. 

e furniture industry 
been a large buyer of ail kin 
of hardwoods and is cur; ntly 
in the market in force. 

An indication of the condition 
of the hardwood market is the 
quantity of unfilled orders on 
hand. At the first of the year 
the average was 360,000 feet 
per bandmill unit. The figure 
now is 426,250 feet. Stocks on 
yard sticks have declined mean- 
while. 

The Government is buying 
large quantities of softwoods 
for construction purposes and 
for boxes and crates. Some 
30,000,000 feet were bought 
here in a buying action last 
month and a similar amount 
will be bought here this month. 

Prices were practically at 
ceiling levels and were up from 
$6 to $12 per thousand from 
those paid at the last Govern- 
ment purchasing auction in De- 
cember. 


KANSAS CITY—The lumber 
market was not so active in 
March, as retailers were hesi- 
tant to make further commit- 
ments in light of liberal inven- 
tories on hand plus the fact 
that ceilings are in effect. There 
are many price ceilings, depend- 
ing on the highest price charged 
by a mill during the base pe- 
riod. One mill may have a $95 
list for 1 by 8 No. 2 shiplap 
kiln-dried boards, while an- 
other nearby firm has a $90 
price for the identical grade. 


Those mills caught with a 
low ceiling are holding back 
the lumber from the market 
and are resawing and making 
sizes on which they have a 
profitable base. For instance, 
those mills with a low ceiling 
on 2 by 6’s are making them 
into 1 by 6’s. This is going on 
generally in the Southwest. 

Shortages of box cars are 
growing daily and mills find it 
difficult to move their cut. In 
some places inventories a1e ris- 
ing on account of lack of ship- 
ping space. Some mills have 
attempted to rent fleeis of 
trucks to get their lumber t0 
the market. 


Movement of lumber in the 
Trans-Missouri-Kansas § hiP- 
pers area which is Missouri, 
Kansas, Northern Arkanszs and 
Oklahoma and Southern IIli- 
nois, in the three months ended 
March 31 is expected to run 
9,519 cars, which would be the 
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SELLING HELPS 7 


THESE WIZARDS WITH WOOD AR IZARDS WITH DEALER AIDS, TOO! 


We go all out to help you sell Firzite, Satiniac and Weldwood Glue. 
Here are a few of the dealer helps we offer—display panels, leaflets, 
litho displays, metal signs, ad mats, etc. Mail coupon for special 
introductory deals. 


NATIONALLY ADVERTISED 


in Saturday Evening Post, Better Homes 
and Gardens, American Home, Popular 
Science and a list of over 20 others! 
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MAIL COUPON FOR SPECIAL INTRODUCTORY DEAL 
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| UNITED STATES PLYWOOD CORPORATION 
Dept. 206, 55 West 44th Street, New York 18, N. Y. 
Send me (check items desired) 


| 
| 
i 
(CO Full descriptions of your Special Assortments No. 1 and 2 | 
on FIRZITE and SATINLAC. | 

| 

l 


NAME 
ADDRESS | 








| 

| 

| 

| 

(] Full information about WELDWOOD Glue. 
! 

| 
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Display The Saw 
That Sells on Sight! 


Consistently Advertised NATIONALLY 


POWER SAW 


ONLY $3925 Retail Price 


Model 625 
Portable Electric 
Hand Saw 


. . » with these big sales 
and performance features! 
Weighs only 1042 pounds 
~} Angular Adjustment 90° to 45° 
|? Depth of Cut 0” to 2%” 
Graduated Ripping Guide 
Plus many others 
It's designed by experts for easy, fast, 
precision work. It has perfect balance 
for one-hand operation, plus plenty of 
power. Streamline design with motor 
drive to blade through precision-cut 
bronze helical gears. Air baffle clears 
sawdust from line of cut. Safety guard 
keeps blade covered when not cutting 
— automatic return. Complete with 6 4%” 
combination blade; 10-foot, rubber- 
covered, 3-wire (with ground wire) cord 
and plug. Other types of blade avail- 
able. 
Beautiful hammerloid-finish, $ 62 5 
steel carrying case, extra... — 


SEND TODAY. Get new 1 6-page 
catalog with full information 

on the complete line of 

Portable Electric Tools for 

farm, home, and shop. 


(PEF PORTABLE ELECTRIC TOOLS, INC. 


335 West 83rd Street, Chicago 20, Illinois 
in Canada: 369 Danforth Avenue, Toronto 13 
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same figure as a year ago. The 
shippers report that the move- 
ment of cement will be un- 
changed, that lime and plaster 
will require 3.1% more cars and 
bricks will take 10% more cars 
to handle the movement than a 
year ago. 

Statistics furnished by the 
Federal Reserve Bank of Kan- 
sas City, covering 172 line yards 
in seven southwestern states, 
showed that inventories at the 
start of February were 11 per 
cent heavier than a year ago. 


Lumber—National 


Lumber shipments of 440 
mills reporting to the National 
Lumber Trade Barometer were 
7.6 percent above production 
for the week ending March 3, 
1951. In the same week new 
orders of these mills were 14.5 
percent above production. Un- 
filled orders of the reporting 
mills amounted to 62 percent 
of stocks. For reporting soft- 
wood mills, unfilled orders were 
equivalent to 30 days’ produc- 
tion at the current rate, and 
gross stocks were equivalent to 
46 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 5.9 percent above 
production; orders were 13.7 
percent above production. 

Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 79.5 percent above; ship- 
ments were 63.0 percent above; 
orders were 87.0 percent above. 
Compared to the corresponding 
week in 1950, production of re- 
porting mills was 2.8 percent 
above; shipments were 4.9 per- 
cent below; and new orders 
were 10.8 percent above. 


West Coast 


February shipments of Doug- 
las fir lumber fell appreciably 
below January levels, accord- 
ing to H. V. Simpson, executive 
vice president of the West 
Coast Lumbermen’s Associa- 
tion, who blamed an early sea- 
son freight car shortage for 
traffic interruption. 

Fir mills of western Oregon 
and Washington shipped 200,- 
554,000 board feet each week 
during February, down from 
the 210,795,000 feet weekly to- 
tals for January. 

Lumber production may be 
seriously curtailed during most 





of 1951, Simpson warned, as 


the lumber industry for the first 
time experienced a severe car 
shortage in February. “This ig 
a normally light loading 
month,” the lumberman said, 
“It’s anybody’s guess what 
we'll use for freight cars when 
normal traffic volume develops 
in late spring. This year looks 
like a heart breaker, with a car 
shortage in sight for every 
month.” 

February lumber orders were 
far below January totals and 
some observers thought the un- 
certainty of shipping condi- 
tions was responsible. 

The weekly average of West 
Coast lumber production in 
February was 207,066,000 bff. 
or 115.2% of the 1946-1950 ay- 
erage. Orders averaged 184, 
809,000 b.f.; Shipments 200, 
554,000 b.f.; Weekly averages 
for January were: Production 
203,130,000 b.f. (113.0% of the 
1946-1950 average); Orders 
242,660,000 b.f.; Shipments 
210,795,000 b.f. 

Eight weeks of 1951 cumula- 
tive production 1,742,347,000 
b.f.; eight weeks of 1950 1,223, 
454,000 b.f.; eight weeks of 1949 
1,317,894,000 b.f. 

Orders for eight weeks of 
1951 breakdown as follows: 
Rail and Truck 1,279,567,000 
b.f.; Domestic Cargo 358,244, 
000 b.f.; Export 90,006,000 b.f.; 
Local 103,389,000 b.f. 

The Industry’s unfilled order 
file stood at 961,973,000 b.f. at 
the end of February; Gross 
Stocks at 785,525,000 b.f. 


Western Pine 

Production by the 97 mills 
reporting to the Western Pine 
Association for the week end- 
ing March 3, 1951, totaled 50,- 
355,000 feet, compared to 50, 
571,000 feet for the correspond- 
ing week in 1949. Shipments 
for the reporting mills 
amounted to 58,910,000 feet 
compared to 66,652,000 feet for 
the same period two years ago. 
Orders received during the week 
totaled 59,088,000 feet. In 1949 
the week’s total reached 59; 
833,000 feet. Gross stocks om 
hand at the week’s end totaled 
643,254,000 feet. Unfilled of 
ders amounted to 227,515,000 
feet. 


Southern Pine 


The 113 mills reporting t 
the Southern Pine Association 
for the week ending March 3, 
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Buipinc Propucrs MERCHANDISER 


light and airy 
modern wood 
windows... 

for every home 


BEE GEE Modern Wood Windows are exactly 
what your customers want—modern, light, airy— 
and beautifully styled to lend a decorator touch 
to every home. BEE GEE Windows meet every 
need, satisfy every desire, fit every budget. And 
with over 42 styles and sizes to offer, your sales 
profits are assured. 


BEE GEE Modern Wood Windows are complete 
pre-fit units consisting of frame, fully glazed sash 
with all hardware and copper screens installed 
at the factory...ready to set in the wall. . 


“Clean the Outside from the Inside” 





1951, cut 19,970,000 feet. This 
was 6.13 percent above the three 
year average. Shipments for 
the week amounted to 18,659,- 
000 feet, 0.84 percent above the 
three year average but 6.56 per- 
cent below production. Orders 


for the period totaled 20,368,- 
000 feet, 8.24 percent above the 
three year average and 1.99 
percent above production. Or- 
ders on hand for the reporting 
mills increased 2.65 percent 
during the week. 


The Lumber Market at Presstime 


The following index is intended merely as a check on bu uying practices. It is 


a compilation and average of mill prices at press time an 


hould not be con- 


sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 
B& Cc 
160.00 


135.00 
160.00 


Drop Siding 


1x6 (Pat. #106).160.00 155.00 
1x6 (Pat. #116).155.00 150.00 


Ceiling 
110. 00 


Boards and Shiplap and 2” 

(green) 1x6 1x8 1x10 
No. 1 ....75.00 78.00 76.00 
No. 2 ....74.00 75.00 73.00 
No. 3 ....59.00 62.00 59.00 


No. 1 Dimension 
12’ 16’ 18’ 
2x 4 79.50 
2x 6 83.00 
2x 8 83.00 
2x10 83.00 
2x12 83.00 


No. 2 Dimension 


2x 4 76.00 76.00 
75.00 74.50 
74.50 74.50 
74.50 74.50 

2x12 73.00 73.00 


No. 3 Dimension R/L Only 


12 
ratr 10-12 for dry lumber) 





WESTERN PINES 


PONDEROSA PINE 


Selects 
S2 or 48 4/4RW 5/4RW 8/4RW 
C&Btr. RL ...275.00 285.00 280.00 
Shop, 82S No. 1 No. 2 
5/4 145.00 
135.00 


No. 4 
78.00 


Idaho White Pine 
Selects S2 
1x4 1x6 1x8 5/64 
RL.250.00 265.00 270.00 265.00 
205.00 225.00 230.00 235.00 


Commons S2or4S No.1 No, 2 No. 3 
1x 8 q 140.00 100.00 
150.00 140.00 100.00 
Sugar Pine 
Selects 
S2 or 4S 4/4 RW “ RW 6/4 RW 
0 300.00 3 
275.00 
240.00 


No. 2 
135.00 
135.00 
135.00 


SOUTHERN PINE 


Vertical Grain Flooring 


iz 6 

Drop Siding 
1x6 (Pat. 108} - 265-88 
1x6 (Pat. #116).165.00 


1x 24 
Boards and Shiplap | 
(dry) 1x 
128. 00 125.00 
85.00 85.00 


‘ sss 67.00 67.00 
No. 1 Dimension 
12’ 16’ 





REDWOOD 


Finish 
POE See 
MSBP. BIGING .ccccccccece 


Prices for red cedar siding “in 
cars, new bundling, 6 to 18’ are: 
Beveled Siding, % Inch 

o¢ ase 


x4 inch 
185.00 173.00 
Clear Bungalow siaton, % Inch 
8 inch aie 00 
Finish, B and Btr. S28 or 4s, 
6-16’ or Rough 
an. & 145.00-165.00 
175.00 
185.00 


Ceiling or Flooring, 
B and Btr., 9-16’ 


Cc D 
’ 97.00 85.00 
100.00 97.00 85.00 





RED CEDAR SHINGLES 


Royals 


5.75 


11.50- < 75 
7.75- 8.00 
5.75- 6.00 


ENGLEMAN SPRUCE 
Boards an 
Shiplap 1x6 1x8 1x10 
No. 2&Btr..114.00 112.00 115.00 
No. 3&Btr.. 93.00 102.00 
No. 1 Dimension 
18’ 


88.00 
88.00 
88.00 
88.00 
79.00 


2x12 79.00 79.00 00 79.0 . 
(Boards graded No. 1, 2, 3 vat 
price; no price for straight No. unt 
do not grade out No. 3 Seeastcs sepa- 

rately as in fir.) 





WESTERN HEMLOCK 


Vertical Grain Flooring 
ner Cc 


1x4 155.00 
Flat Grain Flooring 
1x4 130.00 


1 155.00 
Drop Siding 
1x6 (Pat. #106).155.00 150.00 
1x6 (Pat. #116).150.00 145.00 
Ceiling 
5/8x4 110.00 105.00 
1x4 115-125 110-120 
and Shiplap and 2” 
1x6 1x8 
... 74.00 86.00 
vosenae 81.00 J 
. -64.00 66.00 66.00 
No. 1 Dimension 
12’ 16’ 


89.50 
88.50 
87.00 
87.00 
85.00 
No. 2 Dimension 

2x 4 83.00 83.0 

2x 6 82.50 

2x 8 82.00 

2x10 82.00 

2x12 iy 00 





Om Pin HiS'06 #ix1% 
hite . Hy re 215.00 
215.00 


--215.00 195.00 
.-215.00 195.00 


--190.00 165.00 
-..190.00 165.00 


Re d 
Sel Pin. 
Red 


77.00 


eee : 105.00 
#2 Com. .. 95.00 75.00 


WESTERN RED 


Prices for red cedar siding in mixed 
cars, new bundling, 6 to 16’ are: 
Beveled Siding, % Inch Sale 

Clea >-” B 

%x4 inch 92.00 

%x5 inch 120.00 118.00 

x6 inch 155.00 153.00 

x8 inch 185.00 183.00 
Clear Bungalow Siding, % Inch 
8 inch + 208.00 





Finish, B and Btr. S2 or 4s, 
“— ad rough 146.0 0-166 


175.0 
1x12 185.00 
Ceiling or Flooring, B and Btr., 9-16" 
B&B D 


tr. Cc 
105.00 100.00 90.1" 
120.00 115.0 , ae 
Discount on mouldings, 6-20’ 9 
Setter 000— 
e 
Listing under $4.00—list plus 125 pe 
nt. 


Listing $4.00 and over—list plus 1% 
per cent. 
Clear seen &*s: 9 to 10’ 
0 Lin. Feet 1.50 
1/3x3 


1/324 ew cccccccs Jeccccccecers® 1% 
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pce Boower 0 MS 
PRIZE WINNING 


HOUSE AND 
KITCHEN 
PLANS { 


Every architect and builder will want 
to see these ingenious, efficient, low- 
cost ideas awarded top honors by The 
Technical Jury of the NAHB-FORUM 
House Design Competition. 


THIS BOOKLET is sure to spark new ideas for you . . . combine with 
ideas you’ve had for smarter living, better design . . . point up economies 
in space and materials. 

Here are the finest in a tremendous field of entries, in the judgment 
of a highly qualified jury . . . combined in a single, file-size brochure for 
your convenience by Youngstown Kitchens—and offered to you free! 
Clever integration of kitchen, utility, eating and living areas; intelli- 


CONGRATULATIONS 


to the NAHB-FORUM House Design 
Competition (Kitchen Planning) win- 
ners whose excellent plans are 


included in free brochure: 


FIRST PRIZE: James M. Chase 
SECOND PRIZE: Fred C. Nagel 
THIRD PRIZE: Lawrence G. Evanoff 


gent use of durable steel kitchen equipment; blending of textures— 
woods, white-enameled steel, windows, textiles; every factor in good 
kitchen planning for new home or old is ingeniously reflected -in these 
prize-winning plans. Send for your copy now! 


cungsoun frilechen) 


FOURTH PRIZE: Guy G. Rothenstein, 


Arthur Hinden. MULLINS MANUFACTURING CORPORATION * WARREN, OHIO 


World’s Largest Makers of Steel Kitchens 


nixed 


HONORABLE MENTIONS: 
“p” 
J. P. Ligonnet + Eric R. Bancroft 


Ching C. Cheng + Edward D. Dart 
George Matsumoto + Kazumi Adachi 
Dike Nagano + Robert W. Blachnk 
Lucille B. Raport + Roland H. Lane 
Joseph N. Laborde + Richard B. 
Pollman + Robert A. Little & Asso- 
ciates + E. M. Hodgman + R. P. 


Madison « Chalmer Grimm, Jr. 


NO COST OR 
eo} -)hle7 Wale), | 


------) 


Send Coupon 
for FREE 
Booklet 


N 0 Ww I ADDRESS 


CITY ZONE STATE 


Youngstown Kitchens 
Mullins Manufacturing Corporation 
Dept. AL-351, Warren, Ohio 


Gentlemen: Please send me free collection of 13 prize-winning 
house and kitchen plans, without cost or obligation. 





NAME (Please Print) 





FIRM 








eS SS 
© 1951 Mullins Manufacturing Corporation 


Buiwping Propucrs MERCHANDISER 19 





NEVER GROWS OLD! 


SHAKERTOWN SIDEWALLS enhance the natural beauty 


and distinction in homes of lasting quality 


Beauty and long life combined—that’s the double value of a truly 
factory-finished Shakertown Sidewall. There's ‘‘ageless’’ beauty of 
natural wood texture, deep shadow lines, and delicate color blending 


to match any type of architectural styling. There's the long life of 








No. | Certigrade cedar shingles, an all-weather insulating sidewall that 
are a quality product made 
by a progressive manufac- 
turer with over a quarter 
plan, equip and build homes of distinction. If you're not now taking century of specialized ex- 
perience in producing 
stained cedar shingles and 
naturally beautiful, naturally better, cedar shingle sidewalls. See our allied products. The Perma 
trademark is your assur 
ance of excellent quality 


gives greater protection and economy. 


Yes, Shakertown Sidewalls reflect the good judgment of those who 
full advantage of Shakertowns, it will pay you to investigate these 


nearest distributor, or write direct. 


ie PERMA 
RODUCTS (on VWs Vi 


7001 MORGAN AVENUE CLEVELAND 27. OH?) 


a 
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SHERWIN-WILLIAMS DEALERS 


SELL MORE PAINT 


Now You Can Give Your Customers 
Authentic Home Decorating Advice 


A big national advertising campaign is telling the 
people im your community about the Style Guide 
lending service. Sherwin-Williams Dealers are 
learning again that uo other sales aid equals the 
all-time paint selling record of the Style Guide. For 
complete details, write, wire .or phone your 
Sherwin-Williams Representative or The Sherwin- 
Williams Co., Cleveland 1, Ohio . . . TODAY. 

















®t. SHERWIN-WILLIAMS “¥5\ PAINTS 
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HURRY! 
HURRY! 
HURRY! 


Let 

PRACTICAL 
HOME 
IMPROVEMENTS 


help YOU 
increase YOUR sales. 


Each day you delay means sales you won't 
make but could if PRACTICAL HOME 
IMPROVEMENTS were working for you. 
It's a tried and proven booklet. New! Eye- 
catching! This 24-page booklet is available 
for your distribution to bring customers 
into your store prepared to buy the prod- 
ucts and services you have to offer. 





It's filled with practical ideas, suggestions, 


hints, etc.! for home modernization, main- 
tenance and decoration. A sample copy PRICE LIST ON “PRACTICAL HOME IMPROVEMENTS 


I 100 250 500 
i i i Plan | 

will be sent you for your inspection. Write ia me we 
for one now. Plan Il 

Books with 9''xI2"' plain envelopes d 35.50 65.00 


H Plan Ill 
And the cost is low—only a few cents per Books with three-line imprint on cover.... 19.50 38.50 66.50 


customer. It reaches your customers under Plan IV : 
Books with three-line imprint on cover 
your own name and address on the cover. and plain envelope 20.50 41.00 71.50 


Plan V 
- m 7 i Books with three-line imprint on cover 
Don't miss this great advertising opportu- and envelope with store return imprint.. 25.50 46.00 76.50 


* * Write for quantity prices of more than 1000. 
nity. Order a today. Use the Jf imprint is not the same for all copies on your order, there will 
convenient order blank below. slight additional set-up charge. 





American Lumberman 
139 No. Clark Street 
Chicago 2, Ill. 
Gentlemen: 





0 cole aetna : a ia zs : ORDER YOUR 


-seeeeee Cheek or money order is enclosed .... 


SUPPLY 
TODAY 
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Introducing the Hv 


EWaut 400 


r | different power-fed 


machines in one! 


BEVEL RIPPING > ®. ; iF 


STRAIGHT OR 
BEVEL RABBETING 


wn, Sh 


. 


—s< 


SINGLE HEAD 


. 


SINGLE HEAD 


“SHAPING TONGUE AND 


fe] feted Ai, te 
~ os” 


MOULDING 
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Here, in a single unit—the DeWalt ‘“400"—are all the features 
you need to do all your cutting faster . . . more accurately ... 
with greater safety! 


The DeWalt “400” gives you seven power-fed machines in one— 
ripping, bevel ripping, ploughing, straight or bevel rabbeting, 
single head shaping, tongue and grooving, single head moulding. 


You can rip at speeds up to 90 feet per minute, split 2 x 8's, run 
floorings, turn out window frames and many other items. All are 
power feed operations. Just start the material. The DeWalt “400” 


‘does the rest. Power rollers feed the material—and remove it. 


This means greater safety. There is no kick-back. Material 
cannot be incorrectly fed into the blade, and your hands are far 
from the cutting tool. 


The material is guided by the hold-down and the hold-ins of the 
special Custom Table Top. Four table rollers keep the material 
moving smoothly. 


Now—remember—you can still use this DeWalt alone to cross- 
cut, miter, make compound miters, gain, rout, etc. Simply remove 
the Custom Table Top and swing the Power Feed unit out of 
position easily and quickly. 


See the DeWalt “400"—the ideal specialty production machine. 
Write for complete information. DeWalt, Inc., AL-3 Fountain 
Ave., Lancaster, Pa. 


DeEWaur 


Ask to see the new DeWALT “400” Sound Movie! 
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No Quality Question Mark When You 


BUY BRANDS 2 
YOU KNOW! 


We manufacture: 





Arkansas Soft Pine 


Satin-like Interior Trim 
FLOORING 
End-matched Plain End 
SOFT TEXTURED YARD STOCK 





Royal Oak Flooring 
Southern Hardwoods 





Wolmanized* Treated Lumber 


re 
*Reg. U. S. Pat. Off. 1 
Ww 


Each of these registered trade-mark brands is our pledge 
and your safeguard of quality. On what shall we quote? pitty b 
4 \ 
99 
FORDYCE LUMBER COMPANY Fase : 


FORDYCE, ARKANSAS 
am 
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"COLOR DYNAMICS 


brings in 30% of new paint business!” 


-says large Pittsburgh dealer 
in Pontiac, Michigan 






1950 

















January 26, 


ynoLos 


e 
c.R ~notos 


FRANK RE 


Emer 






> 


8 
pittsbure® plate cies 
Elmer H. Reynolds 


jiton evemer 


45 Hem ° 
warelte wich 





axventiont spout PL*TSE0 
peer Sit? n enthy tte : ne the alt 
we alway ok net th ant 
sooior pynemice a" then ang pivteburen te all- 
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Gordon E. Reynolds, son 


OX 
PONTIAC GLASS © 


Ggre 
“Sarda peynosde 


Goraon E+ 


id DAY, straight across America, the big swing 
is to Pittsburgh Paints because of the growing 
recognition among home-owners that they paint 


Now is the time to cash in on the constant flood 
[ oe and sales promotion which is causing 
Goat aul the demand for Pittsburgh Paints to rise to new 
a. a and paint best records everywhere. henialinn the possibility of 
ihe cali ean ' selling Pittsburgh Paints in your community. For 
od Paint manufacturer can match the complete details, wire, write or phone Pittsburgh 

vantages in performance and service which Pitts- Plate Glass Company, Paint Division, PO-149 
urgh Paints give to dealer and consumer alike. Pittsburgh 22, Pennsylvania. bp 


BR PITTSBURGH PAINTS. 


PAINTS @ GLASS e CHEMICALS e BRUSHES -¢ PLASTICS 
iB 
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It’s new! 







It's practical! 





It's yours for only $1.00! 


3 wer ‘il at : 3 
ee HARDBOARD 


DEALER PRODUCTS FILE 






A 
Ea” -S 









For the first time, we are offering you 











a binder — at a manufacturer’s cost 
price to help you keep your copy of @ covers are made of hard case binder’s board 
the annual Dealer Products File in a e covering is a long wearing leather-like fabric 





twelve month usable condition. Will 
keep your copy from getting dog-eared 
or tackey looking! You'll use it this e hinges are completely reinforced 
year, next year and many years to come! 





e all metal—riveted—rod to hold issue securely in place 







@ cover is stamped in gold lettering for easy identification 





e simple to insert your copy—anyone can do it 





This sturdy binder will save wear and 
tear on your issue — will make an at- e supply is limited—first come, first served! 
tractive counter book and will be well 
worth your investment. It’s only one 
dollar ($1.00) and yours for the asking 
today! 










American Lumberman 
139 N. Clark Street 
Chicago 2, Illinois 


Order your binder now and you'll have 
it on hand to put your 600 page 1951 
Dealer Products File into a safe keep- 
ing reference hardboard cover. 


Send me ........ hardboard covers for my copies of the ann! 
Dealer Products File at $1.00 each. 





Check Inclosed Bill me 
SEND YOUR DOLLAR I I 28 etd ig Sens ole, <ena te had one aah ahr elo 
TODAY! MNS 6k omen hetak s mai aei a, adams ed SNe aea NE eRe 
a 
MEE 20 -.tong stakcks 5 Seas. GREG aig ce + Gen SPAS as ade ceo wei ene 
’ ee Pe es ee ere ee pamela. 








i Na caddis bi id ei hail ani — 
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At divs ites. | : sadn cara 
of 
every class "900" Unit Locks 


Door Pulls 


King Junior High School, Portland, Maine is equipped throughout with 
Corbin 900” Series Locks and other fine-quality Corbin Hardware. 
Architects: John Howard and John Calvin Stevens; Contractor: 
C. Profenno Company; Hardware supplied by: King & Dexter Company. 





Schools are designed and built to serve for Exit Fixtures 

many years. So is Corbin Hardware. That's 

why so many fine new schools, like the King 

Junior High School in Portland, Maine, rely on © ll o 

Corbin for their hardware needs. e) ¥ © Surface Bolts 
© © 


You will find that Corbin Hardware meets 
all of the specialized needs for the efficient 
flow of school traffic. It makes an economical 
installation, too, because it provides year 
after year of quiet, trouble-free service. 


aD 
P.& F. CORBIN 


DIVISION 


THE AMERICAN HARDWARE CORPORATION - 
New Britain, Connecticut, U.S.A. 








© © 

















Cast Iron Butts 
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| ONLY KENNEDY Famous Finnish Birch 


HARDWOOD FLUSH DOORS 
OFFER ALL THESE FEATURES 


/ WORIZONTAL S 
( GRain FOR \\ am FOR CONVENIENT 


| DISTINCTIVE ie ‘ INSTALLATION 7 

\. BEAUTY ‘ae es . ~_ ° = 
)_ aaa y INDIVIDUAL 
po ( SANDING PROVIDES }\ 


UNIFORM SURFACE FO 
— FINISHING 
FINNISH 


/ BIRCH PANELS \ 
| THE WOODOF } 


TO ONLY 8 PER CENT 
MOISTURE CONTENT 
PERMANENTLY JOINED 

oa WITH SYNTHETIC —_—, 
N GLUE 


/ _inarenins ARE \ 
KILN-DRIED 13 DAYS 


" THEY STAY FLUSH! ’ 

| RAILS AND STILES ARE ' 
MINIMUM 2%°WIDTH | 
. NORWAY PINE 


SEE THEM TODAY 


OR WRITE FOR 
suck aaa J.G. KENNEDY LUMBER CO. 


Phone, wire, teletype or 


write TODAY for com- 9 ee 1, WASHINGTON 


plete information and 


Manufacturers & Wholesalers of Western Forest Products 


TELEPHONE CABLE ADDRESS 


SEneca 1880 SE 550 ain ia letete):: 


the name of your near- 
est jobber. 
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One of the 2 attractive store — 
displays available from your 
wholesaier. 


SKiL Toe 


ja geu Se 


ae METAL PLASTICS Ax 


Special eye-catching selfs 
display cartons do a 
merchandising o 


SKIL Home Shop Saws 
SKIL Home Shop Drills 
SKIL Home Shop Drill Kits 


SKIL Home Shop Sander-Polishers i 


° 
SKIL Home Shop Belt Sander . 


SKIL Home Shop 


BuitpiInc Propucts MERCHANDISER 


BIGGER VOLUME SALES 


With the SKIL Home Shop Line 


... YOu never miss a sale 


The SKIL Line is the complete line . . . 16 
top-quality, top-demand tools... to meet 
every consumer need. 


With the SKIL Home Shop Line 


... the sale is easy to make 


The SKIL Home Shop Line is the nation- 
ally known line . . . supported by adver- 
tising in Saturday Evening Post, Better 
Homes & Gardens and other leading na- 
tional magazines. New “How To Build 
It” series of advertisements now appear- 
ing create more customers . . . tell them to 


buy from you, the independent hardware 
retailer. 


With the SKIL Home Shop Line. 


...every sale stays sold 


Highest user satisfaction means no re- 
turns, no refunds. SKIL Home Shop 
Tools are easy to handle, perfectly bal- 
anced, packed with power . . . and fully 
guaranteed. 


Get complete details from your SKIL Home Shop Distributor 


SKIL Home Shop Tools are made only by 
SKILSAW, Inc., 5033 Elston Avenue, Chicago 30 


wa Tools 


Branches in principal cities 
In Canada: Skiltools, Ltd., 66 Portland Street, Toronto, Ont. 


29 
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FLOORING 
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Thousands of buyers throughout the country prefer Northern Woods for their uniform high 
quality. The Northern Lumber producers and distributors are well equipped to serve you 
with quality lumber products. Call on the leading concerns on this page for your needs in 
Northern Hardwoods, Northern White Pine, Northern Hemlock, Maple, Birch and Beech 
Flooring. 


“Michigan Pole & Tie Co. . . . . Newberry. Mich. 


Northern Hardwood Lumber, Old Faithful Hemlock, Northern 
White Cedar Poles, Posts. Shingles. Piling, Sott 6 Hardwood Ties. 


*Roddis Plywood Corporation . Marshfield & Park Falls. Wis. 


Roddis Lumber & Veneer Co. of Mich. . . Ironwood, Mich. 
Roddis Lbr. & Veneer Co., Ltd. . . Sault Ste. Marie, Ontario, Can. 
Compl. stk. N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple, 
Birch, Flg. Hdwd. Ven'r'd Doors. Plywd. Mod. Dry Kiln facil. 


“Abbott Fox Lumber Co. . . . ~~ Iron Mountain, Mich. “Ahonen Lumber Co. . . =. =. =. ~~ Ironwood, Mich. 


Manufacturers and Concentrators of Hardwoods, Hemlock and 
White Pine. Planing Mills. Dry Kilns. 


tConnor Lor. & Land Co. (Mills: Lsona, wis.) sete, Marshfield. Wis. 


K. D. & A. D. Hardwoods, Hemlock, W. Pine—Cedar Shingles, 
Posts, Poles—Laytite Rock Maple & Birch Flg.—Dimension stock. 


Schneider Bros. Lumber Co. . ‘ . . Marquette. Mich. 


Northern Hardwoods and Hemlock, Hardwood Dimensions. 
Rough Hardwood Turnings. Planing Mill and Dry Kilns. 


*tHolt Hardwood Co. =. 6. SO. Of SC. t~sCDtonto. Wis. 


Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block 
Herringbone, Parquetry types: all types Heavy Duty Flooring. 


*+Boehm-Madisen Lumber Co. . . . Milwaukee 3. Wis. 


Mills: Lake Linden, Mich., White Lake, Wis. Mirs. Hardwoods 
and Hardwood Flooring. K. D. facilities available. L.C.L. 
shipments kiln dried hardwoods from stock at Thiensville, Wis. 


Cadillac-Soo Lumber Co. . . . Sault Ste. Marie. Mich. 


Northern Hardwoods, Hard Maple a Specialty. Hemlock, White 
Pine. Modern Dry Kilns. Facilities for Surtacing. Resawing, etc. 


tMember Maple Flooring Mfrs. Assn. 





Northern Hardwoods, Hemlock, White Pine, Spruce, Hardwood 
Flooring. Planing Mill — Modern Dry Kilns. 


“Copeland Lumber Co. Atlantic & Ontonagon, Mich. 


Sales Office—CHICAGO—135 S. La Salle St., Hardwood Lumber. 
Dimension. Dry Kilns and Planer. 


Phelps, Wis. 


An outstanding Wisconsin lumber manufacturer — Hardwood, 
White Pine, Hemlock and Cedar Products. 


*C. M. Christiansen Co. a ay 


“Wm. Bonifas Lumber CO. (uacmil®, “taen) Seles Neenah, Wis 


Northern Hardwoods, White Pine, 
Modern Dry Kilns. Expert Millwork. 


“Underwood Veneer Co. . . . +. . Bessemer, Mici 


Northern Hardwoods, Hemlock, W. Pine at Bessemer, Mich. 
Veneers and Panels at Wausau, Wis. 


“Goodman Lumber Company . . . . . Goodman, Wi: 


Northern Hardwoods, Hemlock, White Pine, Basswood, Hard- 
wood Dimension. Planing mill. Dry Kilns. Rotary cut veneers. 


* = 
Bay De Noquet Company . . . . . Nahma, Mic’. 
Sales Office, 817 Railway Exchange, Chicago — White Pine. 
Hemlock, Hardwood Lumber — Shingles, Cedar Products, Lath. 


*Member Northern Hemlock & Hardwood Mfrs. Assn. 


| ao fee fin Jims fin Sou Din Bin Don Bon To. Bem Do Be 3A AAAS 3 
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MORE WINDOW GLASS SALES 


Here’s an attractive illuminated sign to flag down 
window glass customers in your store. Talk about 
waving the flag—this red, white and blue reminder 
says, “Wait a minute—you need window glass, 
don’t you? Well, we’re headquarters, handling 
nationally advertised L-O-F Glass, the finest that 
money can buy. Get those panes here—now.” 
It’s as easy as that—and you’ve made another 
profit-building sale. You'll sell more putty, putty 


knives and glazing points, too. 

And of course you'll want a good stock of the 
easier-cutting L- O-F Window Glass. For advice 
on what quantities of the fastest selling sizes to 
stock, call your nearest L-O:F Distributor. He'll 
tell you how you can get your sales-building il- 
luminated L-O-F sign, too. Libbey-Owens+Ford 
Glass Company, 5031 Nicholas Building, Toledo 
3, Ohio. 











Lo, LIBBEY: OWENS - FORD 
a Gedt Name tw GLASS 











pot Now! 


Use this coupon to get full 
information on how you can 
obtain this illuminated sign. city 
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COMPANY NAME 


IMPORTANT: Mail this coupon to your L-O-F Glass Distributor 


Please give me details on how | can obtain my L-O-F illuminated indoor sign. 





(Please Print) 


STREET ADDRESS___ 


_ZONE STATE_ 


REQUESTED BY__ 








of NOR 


offers YOU a 


COMPLETE LINE of 


Wood Sectional 


Overhead DOORS 


DESIGNED — Built and Proven to be the BEST! 











The thes “Tip ‘Control, aattiigiiem henuie’ aa 
moderate cost built into every Raynor door, regard- 
less of size, means lasting satisfaction to the buyer 
and profit to the builder. 


COMMER 





4505V2AA Ilustrated 


The Sargent 4500 has a full 1” throw 
7 Three-Way Stress Cassasiion, the finest material 
° and the most modern production methods used in 


@ Another reason why the Sargent 4500 building Raynor doors, guarantees lasting quality 


. hy to the user and profit to the builder. 
leads among bored-in locks — it never aie 





has to “hang on by a fingernail” because 
the 4500 has a full 14” bolt throw. 


And you know the bolt will travel the 


full distance every time because the 


Sargent 4500 is built with four separate Designed by Raynor engineers — built complete’ in 
the Raynor plant— when you sell and install the 
complete line of Raynor doors you are offering 
your customers the BEST in wood sectional over- 
head door equipment. 


springs for smooth, positive latching. 


Ask your supplier or write us for 


full details on this easiest-to- RAYNOR GRADUATED SEAL is 
install lockset, Dept. 3C accomplished by the Raynor Pat- 
ented Graduated Hinge. Simple 


A better lock by — . and fool proof in operation-Grad- 


uated Seal is standard on every 
Raynor door. 


argent & Company || GINO oes 


New York New Haven, Conn. Chicago KNOX AVE., DIXON, ILL. 








Builders Hardware and Fine Tools since 1864 
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FOR THE SALES YOU WANT... @ 


HERE'S THE 
INSULATION 
YOU NEED! 


You don’t need “‘hard selling” to move Barrett* Rock Wool Insulation. 
The merits of these products speak for themselves. 


Your customers will quickly see the advantages of the 8-foot batts that 

provide seamless, vapor-proof, ceiling-to-floor protection. They will like the 

extra strength of the triple-thick nailing flange for secure fastening. Home owners 
will welcome, too, the lower fuel consumption you can confidently promise 

them. The high resilience and non-settling qualities of BARRETT Rock Wool 

prevent cold, bare spots from developing behind walls. And BARRETT Rock Wool : 
is priced right for the average home owner. : 


You can safely store more Barrett Rock Wool Insulation in less space. 
It’s made from carefully selected slags which are tested to assure a clean, 
lighter, more resilient wool that returns to specified thickness even after 
long storage. 


Write today for information. Your Barrett representative will show you the 
attractive advertising and sales promotion material that is available to you. 


THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6, N. Y. 
205 W. Wacker Drive, Chicago 1, Ill. 


1327 Erie Street, Birmingham 8, Alabama 
36th St. & Gray's Ferry Ave., Philadelphia 46, Pa. 


*Reg. U.S. Pat. Of. 
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CRACKED 
CEILINGS 
IN VOOR 


OWN HOME ? 


Mr. Lumber Dealer: Follow the 
Advice of Your Business Friends 


How long since you looked at the ceilings in your own home? 

Chances are you too have a cracked ceiling that needs 
attention. 

Do this. Prove to yourself once and for all that there is no 
material like Upson Kuver-Krak Panels for re-covering cracked 
ceilings. Apply an Upson Ceiling in your own home. 

See how quickly . . . how easily the job is done. No muss, 
fuss, confusion or irritating delays. No seeping, floating white 
dust to cause an extra housecleaning. Then note the beautiful 
result and remember this ceiling will give you a lifetime of 
satisfaction. You’ll want every customer to solve his cracked 
ceiling problem the same way. 

If you have no Upson Kuver-Krak Panels in stock, write 
or send the coupon right away. 


One of the scores of thousands of Upson Ceilings 
now beautifying the homes of satisfied home owners. 
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use UPSON #~ 


KUVER-KRAK 
PANELS 


says Fred Ludwig, President, 
Merritt Lumber Yards, Inc., 
Reading, Pa., one of Ameri- © # ,= 
ca’s prominent dealers. & 


“Having great faith in Upson Panels, 
developed through the many years 
we’ve handled them, prompted me to 
use them in my own residence for re- 
covering cracked plaster. 
“I am glad to report these panels 
have been most satisfactory and have 
done everything we expected them to do.” Do 





Fw 


use UPSON { ‘ 





KUVER-KRAK 3 

snes 

PANELS ma 

says G. E. Carter, well book 

known lumber dealer of 

Port Arthur, Texas. Th 

“Several years ago, I applied Upson whicl 

Panels to the ceilings of my home. the 1: 

Today, they look just as good as when our 7 
they were first applied. I don’t think 

they will ever need repairing beyond an mate 

occasional coat of paint.”’ mate: 

It 

and | 

ganiz 

ing j 

efficie 

wher 

items 

Bu 

are | 

than 

notal 


THE UPSON COMPANY 


643 Upson Point, Lockport, New York 


Send me Instruction Sheets for applying Kuver- 
Krak Panels. 


(0 Have your Representative call to give me more 
information on the cracked ceiling market. 


NAME 





NAME OF FIRM 





STREET ADDRESS. 





CITY. STATE. = 





& 


Bui 










EOI PrTFORIAL 


™ American 
MiUisalel-\anatela 


& BUILDING PRODUCTS MERCHANDISER 


Don’t Miss This One! 





Each spring the American Lumberman pub- 
lishes as one of its regular issues an integrated 
buying and merchandising catalog. This year’s 
book will be bigger and better than ever. 






The next issue of the American Lumberman 
which you will receive about April 10 will be 
the largest issue that we have ever published in 
our 78 years of history. It will contain approxi- 
mately 650 pages of editorial and advertising 
material. 
















It has been designed as a year-round buying 
and selling tool to be used by your entire or- 
ganization every day in the year. Its advertis- 
ing pages constitute a classified and unusually 
efficient buying directory giving you the who, 
where, why, and how of purchasing over 2,000 
items of available and saleable merchandise. 






But both its advertising and editorial pages 
are planned to provide you a great deal more 


than a buying directory. Its plus values are 
notable : 







—Manufacturer advertising and prod- 
uct data are arranged side by side in 26 
general sections. Together they make a 
complete reference file of information; 
compact and easy to read. 








—You and your employes are provided a 
completely classified and departmentalized 
product information guide which will an- 
Swer most questions contractors and con- 


Sumers may ask about the merchandise you 
offer. 










—You will find the customer - benefits 
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listed under the classified products and 
hundreds of selling tips that will help your 
sales people close profitable sales. 


—Definitions of technical product terms 
are given in consumer language! 


—You will find that application, estimat- 
ing and specifying details are covered so 
that you can specify the right product, 
grade and size for a specific use require- 
ment. 


—This Dealer Products File and the 
American Lumberman book “Creative Sell- 
ing to Building Products Consumers” con- 
stitute a complete salesmen’s training 
course for lumber and building products 
merchants. 


In a year in which there will be many prob- 
lems of personnel changes, product changes, 
shortages and alternate specifications, there will 
be frequent calls for ingenuity, resourcefulness, 
and adaptability on the part of both buying and 
selling people. 


This book will be invaluable in coping with 
such problems. And the index is so simply and 
completely organized that any of the thousands 
of points of product data can be located in ten 
seconds or less. 


It should be read and studied by every per- 
son in the organization who contacts customers 
and then used as an effective counter catalog 
in that integrated process of buying and mer- 
chandising which is retailing! 


Don’t miss this one! 


... Art Hood 
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O’MALLEY’S NEW STORE faces on two busy streets. 


The building (100’x127’) is of solid brick construction. It 


OVERALL STORE INTERIOR discloses plenty of walk- 
around room. All merchandise is carefully departmental- 
ized and tagged for self-service and inventory purposes. 


has a veneer of native Arizona sandstone. 


CLOSEUP VIEW OF GONDOLAS show how these fixtures 
(standardized at 2’3”x4’6”) easily make possible any com- 
bination of 2, 4, 6 or 8. Shelves are used for inventory. 


New Store Adopts Proven Display Ideas 


O’Malley’s great store in Phoenix is based on tested merchandising 
techniques which have proven themselves in the organization’s 13 other yards in 
the Southwest. Advertising slanted toward the women—25% of the store’s trafhe. 


Building products brought 
down to the consumer’s level 
of understanding—that’s the 
theme of the new O’Malley 
store which opened just this 
month in Phoenix, Ariz. Sound- 
ly engineered to give the cus- 
tomer the utmost in shopping 
comfort and convenience, the 
new store also tastefully dis- 
plays almost every item han- 
dled by the yard, enabling the 
customer to make a wise selec- 
tion of materials, whether it be 
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for a new home or for a small 
repair job. 

The new store is the culmina- 
tion of years of research. All 
the merchandising methods 
found in the Phoenix store 
have first been tested and 
checked in other O’Malley yards 
throughout the state. The new 
store is the outgrowth of sound, 
long-range planning of the 
founders, E. L. O’Malley, de- 
ceased, and J. G. O’Malley, the 
present chairman of the board, 


together with E. V. (Ted) 
O’Malley, president and gel- 
eral manager and James 
O’Malley, secretary and sales 
manager, representing the 
younger generation. The result 
is 5,400 square feet of selling 
space filled with eye-appealing 
displays of merchandise. _. 
This successful merchandising 
formula is the result of consid 
erable research and study 2 
other yards throughout the 
state by the O’Malleys and Ear! 
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HARDWARE ALCOVE features many 
types of door pulls and lock sets. Note 
effective use of shadow box displays. 


MAJOR PAINT DISPLAY of four islands with six tiers 
each make it easy for the customer to find the color and 


type of paint needed. 


Cox, Phoenix yard manager. 
Typical of the care given to 
every detail is the evolution of 
the gondolas which display 
most of the merchandise. When 
frst introduced, these were 
merely “boxes” with glass di- 
Viders on top to separate the 
items. 

Careful investigation showed 
that they would be more attrac- 
tive—more appealing to the 
customer if the ends were pan- 
eled, and a 134” casing were 
added. The adjustable shelf 
standards were discontinued 
and the bottom shelves were 
Placed 10”, 9” and 8” apart, 
iving an optical illusion of 
€venness, which is more pleas- 
ing to the eye than convention- 
ally-spaced shelves. 

These gondolas are favorite 
displays with the O’Malleys, 
00, because their 2’3” x 4’6” 
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POWER AND HAND TOOLS are dramatized by using the versatile metal cane 
background for the wall display and step-up shelves for counter display. 


size makes any combination of 
2, 4, 6, or 8 possible. Thus, 
merchandise can be fully de- 
partmentalized and all similar 
items can easily be placed to- 
gether. Price-tag holders are 
used to encourage self-service; 
each tag is coded as to supplier, 
cost, date received and retail 
price. Surplus stock of each 
item is placed on the shelves 
below, which enables the de- 
partment manager to tell at a 
glance not only how his stock 
is moving, but also what he 
should reorder. 

Display gondolas use Doug- 
las fir plywood for the shelving 
and tops. The plywood is first 
painted a light rose, wiped, and 
two coats of clear resin sealer 
are then applied. Following 
this the plywood is waxed and 
polished. Paneled ends of the 
gondolas are Philippine mahog- 


PLUMBING BIN holds 270 different items in 64 square 
feet of floor area. Bins in the bottom shelf are 8”x16”. 
Glass dividers in the two top shelves are adjustable. 


any, and all the trim is ash. 
These are filled, a resin sealer 
is applied, followed by two 
coats of varnish and wax and 
polish completes the effect. 
The plumbing bin, also tested 
at other yards, helps the cus- 
tomer find elbows, tees, nipples, 
unions—those fittings which 
are so difficult to describe. On 
seeing the display, one cus- 
tomer brought in a gunny sack, 
filled it full of plumbing fit- 
tings, and remarked, “I’ve been 
needing these things for a long 
time, but I never knew what 
they were called.” The island 
itself holds 270 different items 
in 64 square feet of floor space. 
The bottom shelf of the island 
is 48” wide and 16’ long, and 
contains 72 bins 8” x 16”. Glass 
dividers are used in the two top 
shelves, so that they may be 
adjusted to fit the article. 
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PAINT BRUSHES, held to the metal grill with metal 
clips, are stacked at a 25-degree angle. 
metal grill is a striking background for the black brushes. 


Paint Featured | 

Four islands with six tiers on 
each side are devoted to the 
paint stock and supplementary 
painting items. Customers find 
convenient color cards, and can 
easily select the exact color and 
kind of paint they wish. Near 
the paint islands, brushes are 
displayed on a metal cane grill 
placed on a 25 degree angle on 
either side of a gondola, en- 
abling the customer to choose 
the correct brush for any spe- 
cific painting job. 

A handy wrapping counter 
with a cash register is placed 
in a central location in the show 
room. Unsightly wrapping pa- 
per and paper bags are hidden 
from ordinary view in especial- 
ly designed slots on either side 
of the counter. Such a counter 
saves the salesman’s steps and 
the customer’s time. 

Builder’s hardware lines the 
far wall of the store on easy- 
to-reach shelves 7 feet high. In- 
direct lighting illuminates the 
neatly stacked boxes on these 
shelves. On a marquee above 
the shelves, red, plastic letters 
indicate department names and 
serve as direction finders for 
the customers. Above this, a se- 
ries of shadow boxes with in- 
direct lighting highlight one 
item, and are visible from every 
point in the store. 

Along the same wall, a metal 
cane grill provides an unusual 
as well as functional back- 
ground for the recessed wall 
tool display. The grill gives a 
pleasing, shadowed effect which 
is striking in contrast to the 
customary plywood backing. 
Metal holders, which support 
the tools, can be easily hooked 
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The light rose 
paper bags. 


into the grill, allowing the dis- 
play to be changed at any. time 
without marring the _back- 
ground. 

Items for Impulse Buying 

The lumber sales counter, too, 
is designed to encourage im- 
pulse sales. Pocket knives, 
steak knives and other cutlery; 
scissors, wood and metal rules, 
are placed under the glass coun- 
ter to attract the customer’s at- 
tention while he waits for his 
lumber order to be priced. The 
L extension of this counter is 
table height, so that the sales- 
man can sit down with a pro- 
spective homeowner or contrac- 
tor and discuss his problems in 
comfort. One drawer on the 
salesman’s side contains a com- 
plete reference file on product 
literature, and another holds 
copies of all estimates given. 
Thus, every bit of pertinent 
sales information is at the 
salesman’s fingertips, assuring 
the customer speedy, efficient 
service. 

The hardware alcove features 
a similar desk at which the 
manager of that department 
can comfortably seat the pros- 
pect while helping him select 
the correct hardware for his 
particular purpose. Shelves lin- 
ing the alcove contain mounted 
doorknobs and lock sets which 
show the prospect how the sets 
will actually look when in- 
stalled. 

Circles 54 inches in diameter 
are the platforms for window 
displays. Seasonable items 
which are pushed in the O’Mal- 
ley’s radio and newspaper ad- 
vertising are given this featured 
spot as a tie-in to their adver- 
tising. 
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WRAPPING COUNTER incorporates cash register and 
provides neat stacking provisions for wrapping paper and 


A home planning center, not 
yet complete, will feature a 
podium-type stand for large 
planning books, along with ta- 
bles and chairs, so that the cus- 
tomers may browse through the 
books at their leisure. The cen- 
ter will also feature a sliding 
door display, as well as sliding 
panels showing all types of 
roofing, siding, mouldings and 
board products. The center will 
contain the answers to the cus- 
tomer’s questions about what 
the product is, what it looks 
like, and what it will do for 
him. 


Advertise to Women 


If the new store appeals par- 
ticularly to women customers— 
that is no accident. For the 
past two years O’Malley’s have 
been slanting their advertising 
to reach women readers. Today 
most of their telephone i0- 
quiries on home repairs and 
modernization are from womel, 
and they also account for about 
25% of the store traffic. Indica- 
tive of O’Malley’s desire 10 
reach the woman audience, the 
company places about 60 radio 
announcements a week; 59 of 
which are guaranteed daytime 
spots. 


Charge accounts, free park 
ing lot, wallpaper (recently 
added to increase the trailic of 
women in the yard) and paint, 
are pushed for the woman aud: 
ence. In 1949 O’Malley started 
an intensive advertising cal 
paign in October. to promote 
tools as Christmas gifts for the 
men in the family. The same 
ads were used last Christmas 
and charge sales were up 70%: 
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ALUMIN UM—sest for planes and farm roofs... 


AND PLANES COME FIRST 


The same properties that make aluminum 
the best material for farm roofs... lightness, 
weather resistance, freedom from mainte- 
nance...make it ideal for fighting 
equipment. And today fighting equipment 
comes before roofs. Within the limits of 
government regulation, what metal re- 
mains is being fairly apportioned among 
Alcoa dealers. 

Meanwhile, you can help by making sure 
that the farm roofing you sell is used to 


ALCOA 
ALUMINUM 


ROOFING SHEET 
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best advantage...that it’s not wasted or 
misused. See that you have copies of the 
Aluminum Roofing Wall Chart as well as 
other literature showing in detail how best 


‘to apply aluminum roofing materials to get 


tighter, cooler, longer-lasting, better- 
looking farm buildings. We will be glad to 
provide you copies of this helpful literature. 
Just mail the coupon below. ALUMINUM 
COMPANY OF AMERICA, 2117C Gulf 
Building, Pittsburgh 19, Pennsylvania. 


ALUMINUM COMPANY OF AMERICA 
2117C Gulf Bldg., Pittsburgh 19, Pa. 


Crimp Roofing Sheet. 


Name 


MAIL THIS COUPON TODAY 


Please send me copies of folders and wall charts 
showing how to apply Alcoa Corrugated and 5-V 





Company 





Address 





City 








INSULATION DISPLAY shows two different types of in- 
stallation. Nearby product literature is available for the 


consumer. 


cash 45% over 1949! Because 
of this campaign many new 
charge accounts were opened, 
and a good percentage of these 
have again been used in the last 
three months. Most of the tool 
sales were made to women. 

Results of O’Malley’s aggres- 
sive promotions can best be 
shown by the fact that two 
years ago their consumer busi- 
ness in Phoenix was only 30% 
homeowner trade, but today it 
is about 40% consumer and 
60% contractor. In vutlying 
yards in other towns around 
the fast-growing state, the con- 
sumer accounts for 60 to 65% 
of the business while the bal- 
ance is attributed to the con- 
tractor. 

“Service is our Business” is 
the motto of the whole sales 
staff, and again a _ well-co- 
ordinated, tested, plan as- 
sures that maximum service 
is given at minimum sales 
cost. The new yard, of 
course, gives the salesman ev- 
ery possible aid for making 
an effective presentation, and 
the attractive displays enable 
the average customer to choose 
the materials for his home ably 
and quickly. The model show- 
room entices contractors to 
bring their building and re- 
modeling prospects into the 
store, to use it as their own 
selling headquarters. 

Besides all this, salesmen 
have a well-planned system of 
follow-up on all their prospects. 
When an estimate is given, 
three prospect cards are typed 
up. One goes to the paint sales- 
man, another to the hardware 
salesman, for further follow-up 
calls, and the third stays in the 
office as a control. Each Mon- 
day night Earl Cox, manager 
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TWO BIG WAREHOUSES store building materials to 
back up the store displays. 


Shelf space is partitioned 


where needed for small packaged goods. 


of the Phoenix yard, meets 
with his six lumber salesmen 
and his hardware and paint 
men to go over these prospect 
cards to determine what has 
happened to the job. Thus each 
estimate—each  prospect—is 
followed until a sale is made. 

Every month all branch man- 
agers meet together to discuss 
the co-ordination of company 
policies, and every 60 days the 
branch managers plus their key 
personnel meet with manufac- 
turers’ sales representatives to 
view their films on product 
selling. 

The 100’ x 137’ building (in- 
cluding offices and warehouse 
space) is of solid brick con- 
struction with a Coconina sand- 
stone veneer in front. Acousti- 
cal ceiling tile and asphalt tile 
are used throughout the store. 

The interior partitions and 
walls are especially planned to 
show as many different kinds 
of woods as possible. One wall 
of the employe’s room is plas- 
tered and painted a deep green; 
another has Redwood cove de- 
tail wainscotting with a mahog- 
any feature strip and V-joint 
ponderosa and sugar pine hori- 
zontally applied above. The 
other two walls have V-joint fir 
horizontally applied, with hem- 
lock vertically applied above 
the mahogany feature strip. 
Other corporation offices con- 
tain walnut, African mahogany, 
birch, Philippine mahogany, 
beech, selected ash, oak and un- 
selected gum plywood panels. 
The office partitions are all un- 
selected ash. 

In promoting the opening, 
O’Malleys used every available 
media to invite the public to see 
their modern, convenient, store. 
Approximately 7,500 special in- 


vitations were sent to regular 
customers and to general con- 
tractors in the Phoenix area. 
Spot announcements were used 
on four radio stations for a 
week in advance, and their reg- 
ular 8 a.m. newscast (the old- 
est sustaining program in Phoe- 
nix) also carried a_ similar 
message. Tuesday night, previ- 
ous to the Friday opening, a 
half-hour television show was 
sponsored on Phoenix’s only 
TV station. A panel discussion 
on “Building Restrictions and 
How They Affect Me” explained 
in laymen’s terms how new 
homes, modernization, and re 
pairs can be conveniently f- 
nanced. Gus Michaels, secre- 
tary of the Arizona Retail Lun- 
ber and Builders Supply Assn. 
Ed Wasielewski, a well-known 
Phoenix contractor, partic- 
pated in the panel, along with 
a representative of the Na 
tional Production Authority 
and a vice-president of a local 
bank. 

Visitors to the store saw the 
corporation offices (headqual- 
ters for the 18 O’Malley yards 
and 7 affiliated companies) 
which are each paneled in dif- 
ferent woods; the chairs, tables 
and telephone by the front door 
for the convenience o! Cus 
tomers and salesmen; the huge 
air-conditioning and _ heating 
plant which assures year-round 
shopping comfort; ani _ the 
30 x 31 ft. employe’s room 
(complete with kitchenette and 
luncheon tables), where they 
were served refreshments. Bu 
the stars of the formal openilg 
were the hundreds of producls 
attractively displayed so thi 
they could be easily seen - :: 
and easily bought. 
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“BETTER PLANNING” 


TURNS YOUR HOME PROSPECTS INTO HOME BUYERS! 


THE WESTCHESTER—An Architectural Plan Service Best Seller 


Prospective home builders all over the country are find- 
ing the home they like best in “HOMES FOR LIVING!” 
the current home plans book of the Architectural Plan 
Service! They’‘ve become customers—pre-sold, ready to build! 


The reasons are simple. Architectural Plan Service is a a 
greatly improved, more complete home plan service—for oO. 
both the prospective home-owner and the dealer! Here's 

why: = \ een n0OM 


‘ 2319-0" 


\h 


THE PROSPECTIVE is instructed in every home build- 
HOME BUILDER ing problem. In “Homes for Liv- 
ing!” he is shown in a clear, con- 
cise way how to choose a site, select a plan, and finance 
his home. The prospect is shown over one hundred 
interesting, helpful illustrations. Each of the thirty 
newly designed, individualized homes created by the 
nationally-distinguished architect, Samuel Paul, is 
beautifully presented on a double page spread. Every 
home is fully described, and the wide range includes 
ranch type, split level, two-story, and solar. Accom- 
panying floor plans are large, well-lettered and easily 
understood, with all dimensions clearly shown. As a 
special feature, furniture cutouts are included to help THE DELMAN—An Architec- 
ee home planner with his interior decorating prob- tural Plan Service Best Seller 
ems. 

















YOU...THE are helped because every Archi- 

Koley:\ Gao) ava") tectural Plan Service home design 

has been pre-merchandised to the 

dif- home buyer. Every A. P. S. home design has been 

| les evolved after careful consideration of the vital triple 
able factor—cost, popularity, salability. A.P.S. “Economy- 
door of-Design” homes have been construction-tested in 


: a ° of 
cus- highly competitive markets. A. P. S. home designs FREE! car 96 page home yo Bag rit sent WOME inst 
huge have been proven successful in practice, not just “on LIVING!" absolutely free to interested dealers. 


ti paper.” All A. P. S. blueprints have been produced 10 Copies. Give them to your toughest prospects and watch 
ating and designed with the builder in mind — they are the results! 


° ° Kf for th king! 
‘ound clearer, more detailed, easier on the eyes. Twenty- ee of Saree Te! 
the four hour service on blueprint orders. Wire or phone ee eee ee eee eee ee ee ee oe 


room to guarantee same day shipment! I Architectural Plan Service, Inc. 
89-51 164th St., Jamaica, N. Y. 
3 and Please send me ten (10) complimentary copies of your current 
they | 96-page home plans book, “‘“HOMES FOR LIVING!” I under- 
Ba : stand there is no cost or obligation on my part. 
u 


I 
ening i : ‘ 
ducts 5 Address 

t ' I understand further that, in addition to my ten free copies, 
tha | I may order extra copies as indicated below. For these, I will 
be billed later at the trade price of 50c each. (Dealer’s name 

| surprinted on erders of 100 or more.) 


0 25 0 so 0) 75 100 0) 200 
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SPRING MEANS PLUS 


FULL VIEW AT NIGHT brings real shoppers into store 


the next day to buy. ~* 


SHOPPERS ARE LED from 6ne attractive decorating idea 


to the next as they enter store. 


PROFITS 


IN PAINT AND GARDEN GOops 


CUSTOMERS PASS MANY DISPLAYS to reach service 


counter from which this shot was taken. 


mean many sales,’ 


; 


“SOUND MERCHANDISING IDEAS cheerfully carried out 
says Frank Flynn, left, store manager. 


illinois Store Shows Top Merchandising Ideas 


These tested selling and display ideas will add profitable sales in any 


dealer paint department. 


“I just can’t decide,” said 
Mrs. Housewife, “which of 
these wallpapers will go best 
with our new rug.” She had 
worked :-down to four choices 
but now was obviously at a loss 
to make a final decision. 

“Why not let our interior 
decorator come out and offer 
her professiona|] services,” 
Frank Flynn, the store man- 
ager, suggested. “There’s no 
obligation, except, of course, we 
hope you’ll like our merchan- 
dise well enough to buy here. 
And it’s such fine quality we’re 
sure you want to do that,” he 
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added with a smile. 

“You mean,” Mrs. Housewife 
asked, “‘a professional decorator 
will help me free of charge? 
That’s wonderful.” 

When Flynn had arranged an 
appointment for the decorator 
and a happy housewife had de- 
parted, he came back to where 
we stood watching. 

“Actually,” Frank said, “I 
can’t think of a lot you can 
say. We’ve just taken some 
simple merchandising ideas and 
tried hard to make them work.” 

A masterpiece of understate- 
ment. And yet! In a sense 


Frank Flynn was right. The 
ideas are simple. And they are 
“everyday.”* They are ideas aly 
dealer can use—and with out 
standing success—if he will. 
Frank Flynn is manager o 
the Sherwin - Williams paint 
store at La Grange, [|'\inols. 
The store is used to tesi mel 
chandising ideas. But don’t ge 
the wrong impression. Thi° store 
is operated for profit and 
makes one—a good fair ont, 
we'd guess. In other words, the 
merchandising ideas we sa¥ 
draw customers and sel! goods. 
Flynn’s merchandising idea 
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| TRAFFIC BUILDERS 


eter SUCKERS for children. Child beg A FEMININE IDEA OF PARADISE. 
mother becomes interested in paint. 








COLOR SAMPLES AND 


are shown in the pictures. 

_As background, 1) A profes- 
‘onally laid out and decorated 
store that “sells” the products 
‘atried by creating pleasing 
atmosphere; 2) displays that 
are keyed to actual stocks of 
merchandise for easy shopping; 
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increase paint sales. 
come to buy lamps, get acquainted with paints. 


Women 2 





Reeced 


of wallpaper. 


fe nis 


ig JIM 

pas = Ah 
Nas 
= 3 


. FEATURES are displayed on 
Walls. Arrows (on post) direct customer to proper table. 


3) interesting, impulse items 
as traffic builders. These must 
be in good taste; 4) a practical 
service (in this case the interior 
decorator) to help customer use 
products; and 5) _ pleasant, 
courteous interest in the cus- 
tomer, backed by product 


They 


fic” 


An endless choice 


Women flock to store to see. 


indexed back to the wall dis- 


play. Method helps customers sell themselves. 


knowledge. 

All or any part of these ideas 
can make good merchandising 
sense in a retail lumber deal- 
er’s paint department or paint 
store. The thing to remember: 
merchandising ideas are not 
self-operating. 
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HOES, RAKES and other tools attract 
home owners. 





DECORATIVE GARDEN ITEMS cause 
women to stop. 


LAWN MOWERS ON DISPLAY. A 
big sales item. 


ELABORATE GARDEN DEPART- 
MENT features live plants, bushes. 


SPRING MEANS PLUS 


GARDEN EQUIPMENT add seasonal 
profits, attract customers. 


PLANT FOODS, fertilizers and sprays 
are big sellers. 


Garden Tools and Accessories: Key to Customer Sales 


Prospects for building materials will visit 
your store if you feature handy garden equipment. 


Spring — when the house- 
holder begins to stir and think 
about his garden and lawn, and 
the appearance of his house and 
garage—is a tailor made time 
for the lumber and building 
products dealer to promote new 
products. And it offers unusual 
opportunities to attract new, 
permanent customers into the 
store. 

It is simple to work out a 
definite program to take ad- 
vantage of the natural desire 
to clean up and fix up the home 
and yard in preparation for 
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spring .and summer outdoor 
living. 

Because most dealers handle 
paint, spring fix-up programs 
are frequently geared to a 
paint-up campaign. In fact, in- 
corporating a paint promotion 
in the over-all spring sales pro- 
motion can be said to be basic. 
Paint promotion plans and sell- 
ing ideas are covered in accom- 
panying stories. 

After the broad plan, fea- 
turing paint, is set up, addi- 
tional plans ranging from the 
simple to the complicated will 


be employed to help put the 
major spring sales campalgi 
over the top. 


Items to Attract Consumers 


1) Lawn furniture and trel- 
lises make an excellent point 0 
departure for starting a awl 
and garden department. Thest 
items are naturally at home I 
a lumber yard. They are easily 
displayed and have high «ppee! 
for home owners during the 
spring and summer mon''s. 

Knock-down, unpaintec law! 
furniture means a chance 1 
tie in paint and brush sales 
It also gets top interest whel 
used as a leader in locul at 
vertising. . 

2) A lawn tool bar is alt 
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IN PAINT AND GARDEN 


GOODS 








Malleco Garden Hose 
50’ lengths (56-1) 
625 


One hose nozzle FREE 
with each 50° length 


KOROSEAL 


Plastic Hose 
BD FE BOTIIID: ..nccnccesscns. 


25 ft lengths 








Pittsburgh Sunproof 
White House Paint 





MIE inccincsaescsscpecnscece 5.20 
| 4 SE Naicectaintentacaocs 1.59 
"29 PITTSBURGH FLAT OIL 
PAINT 

RIN cnictnsecrasdncoumian 3.85 
| NS ccc sc 1.21 
| 





O'MALLEY'S 
Morning Reporter 
KOY, 8: A.M. Monday 

| __ through Saturday 


BRANCHES _IN 











A FIX-UP THEME is excellent sales 










other basic starting point in 
building a smaller department 
to attract consumer trade into 
the yard. This bar would in- 
clude rakes, hoes, garden hose 
and nozzles, trowels and other 
‘imple garden tools. A small 
department of this nature can 
€ put in easily and at a mini- 
mum expense. Many wholesale 
‘ompanies supply a packaged 
lit including display and 
stock, Inventories are kept low 
y using constant replacement 
from the supplier. 














3) Lawn mowers, wheel bar- 
tows, and other larger lawn 
and maintenance equipment 
might constitute the second 
‘ep in creating an enlarged 
‘nsumer program of this na- 
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Eclipse-Arlington 
Lawn. Mowers 


16” cut Ba 1975 


Grass Catchers __ 940 


ig 
Small Garden Tools! 


Galvanized Bronze 


Screen Wire 


also 





Screen Doors and 
Screen Door Grilles 


SEE O’MALLEY’S FOR YOUR BUILDING NEEDS 


eecono@eeesc$@eees#ee#ee#85Hoee%e2e@e@#e#e#ees#see8eee eee @ 






ao J TIE 4S: A 
SERVICE 1S OUR BUSINESS 

607 Mill Ave. - TEMPE - Phone 2181 
COMMUNITIE 





ammunition. 


ture. When given a little ad- 
vertising backing on the local 
radio and in the newspaper, 
lawn mowers have been moved 
in big volume by many a lum- 
ber dealer in the past few sea- 
sons. They are profitable in 
themselves and easy to sell. 
They also bring in many poten- 
tial new customers for building 
materials. The purchaser of a 
lawn mower is almost invari- 
ably a home owner. 


4) Plants, seeds, and such 
supplemental items as plant 
food and fertilizer form an- 
other unit or grouping of prod- 
ucts that can be used to expand 
the garden and tool department 
to gain increased sales and con- 
sumer traffic. 





"Your Lumber and 
Building Material Store” 


S. HOME BUILDERS 
PX. SUPPLY CO. 


“HOBGOOD HIGHLIGHTS” 


, Im the spring a young man’s fancy lightly turns to love, but 
the lady of the house to the garden and yard. We also at Home 
Builders Supply have a feeling just a little bit springy and also 
feeling that the “Highlight” this week should carry out our feel- 
ings. We are offering these and many other items as illustrated: 








Many Weather 
Numerous Vanes 
By 
Gates Whitehall 
13.50 
SILHOUETTES 
frat on 
Va NUMBERS 
of t AND LETTERS 
oe ni en 
ut set 1 Cast Aluminum 
MAIL BOXES 
ENGLISH POSTLAMPS 
With Metal Posts In Black or White 
LO ae aes 7.95 
Ea: 5.95 7.50 
















Ornamental 





Screen 


DOOR 
GRILLS 
2.50 up 




















ALUMINUM 
FLOWER BOXES 


With Brackets 





Garden Trellis 
Several Designs 
From 2.50 up 
Painted White 
@ Special Sizes 
Made to Order 





Koroseal Heavy Gauge * Brass Hose 
Plastic Hose Garbage Cans Nozzle 65¢ 
un... nea “Soe 
$0 Ft. . . . 9.95 20 Gal. -. 2.95 1Sc ea. 2 for 25c 


We Are Your Lumber and Building Material Store 
Stop By Tomorrow For These and Many Other Items 
“Remember Our Services Are Complete” 

. . 
“Pardon me, suh,” seid the old pappy, “Is you de bridegroom?” 
The young buck shook his head dolefully. “No suh,” he replied. 
“Ah was eliminated in de demi-finals.” 


- . °. 
Little girl (whispering to mother at wedding): “Did the lady 
her mind?” 
Mother: “Why, no, dear. Why do you ask?” 
Little girl: “Cause she went up the aisle with one man and 
came down with another.” 
. 7 os 


HOME BUILDERS SUPPLY 


880 W. Monument 8t. Phone 3-2758 





FEATURE WIDE RANGE of items 
to appeal to the many. 
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SPRING MEANS 


WALLPAPER AND PAINT are good companion items and 
are sold as such at the Cicero Smith Lumber Co., Electra, 
Tex. It’s only a step from one department to the other. 


PLUS PROFITS IN 


PAINT AND GARDEN GOops 
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WINDOW DISPLAYS can be one of the dealers’ best silent 
salesmen. These windows must be kept neat and clean 
and changed at regular intervals. 


Consumer Paint Sales on the Increase 


Metropolitan and small town Texas dealers 
tell about successful merchandising programs. 


Two Texas dealers, one oper- 
ating a metropolitan yard in 
Dallas and the second a yard 
in Electra (pop. 6,000), have 
evidence to show how paint can 
be made a real profit item with 
the right promotion. 

The Dallas dealer, Mrs. 
Homes Groves, increased her 
paint volume by 17% last year. 
In Electra, the Cicero Smith 
Lumber Co. did a $21,000 vol- 
ume in paint last year, an in- 
crease of 30% over the previous 
year. 

Although operating in wide- 
ly divergent areas, one inter- 
esting similarity is found in 
both businesses: the sales in- 
crease can largely be attributed 
to the demand of the home- 
owner. The Cicero Smith con- 
cern makes about 85% of its 
sales to homeowners and con- 
sumers; the Groves Lumber Co. 
reports about 40% of its sales 
to homeowners and 60% to con- 
tractors. 

Mrs. Groves, the manager and 
president of the Groves Lum- 
ber Co., says this past year has 
shown a noticeable trend in in- 
creased consumer buying and a 
demand for sharper, deep col- 
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ors. Her total paint sales last 
year approximated $76,000. 

Interesting color trends are 
noted by the Cicero Smith Co. 
A larger variety of colors are 
in demand for both outside and 
inside work. There is a trend 
toward one-color painting for 
walls and woodwork. White 
was almost the only color de- 
manded for outside work until 
recently; now there is an in- 
creasing call for colors. 

Weather conditions are im- 
portant factors in governing 
paint promotion. In Electra 
last year, the largest paint sales 
were in March and August; 
in Dallas, they were in May and 
September. 

Newspaper advertising, win- 
dow displays, store demonstra- 
tions and personal service to 
customers are combined in one 
big promotion effort by both 
dealers. The Cicero Smith firm 
has found the manufacturers’ 
representative of great help in 
setting up window displays, one 
window being devoted to paint 
exclusively during the paint 
season. Both dealers make use 
of manufacturers’ advertising 
mats and participate in coop- 


erative advertising campaigns. 
Installation of a paint shaker 
near the front door of the store 
has helped increase customer 
satisfaction by putting the 
paint in perfect condition for 
use, the Electra firm reports. 
This same firm will use a radio 
tie-in this year to supplement 
its newspaper advertising. 
Small but numerous local ads 
bring the best results. 


Both employes and customers 
must be kept abreast of the 
latest developments in building 
products, Mrs. Groves believes, 
and paint is no exception. That 
is why she schedules frequent 
meetings with painters and con- 
tractors. Likewise, accessory 
items of all types are promoted 
with paint sales whenever that 
is possible. Wallpaper, in the 
case of both firms, while a de 
partment by itself, is a!so al 
important companion salc item. 


Help is secured from _ the 
manufacturers’ salesmen i 
maintaining a balanced invel- 
tory. These men take « comM- 
plete paint inventory on thel! 
calls every 40 days. No at 
tempt is made to fill in these 
stocks without laying tue Ir 
ventory, sheet in front of the 
yard manager. Semi-annual it 
ventories are taken by com 
pany employes. 
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wks. AUDRA HOUSTON’S friendly counsel helps home- 
qwners solve their paint problems. She believes that serv- 
ce is important to guarantee repeat sales. 






ent 
eal 


Women Dealer Finds 
Service Sells Paint 


In Wichita, Mrs. Audra Houston 


oa lakes a personal interest in satisfying 
Ke 


ore ler Customer’s paint needs. Result: paint 
the ules jumped from $1,000 to $3,500 in 
for @three years. 

rts. 

dio 

ent Increasing volume paint sales from $1,000 in 
ing. #91945 to $3,500 in 1951, is the sales record of the 
ads om Houston Lumber Company, in Wichita, 
an. : 

Mrs. Audra Houston, a former school teacher, 
who quit the school room to help her husband 
mn the lumber business, deserves much credit for 
the increase in dollar paint volume. Mrs. Hous- 
lon’s technique for selling paint throws. all 
modern high pressure salesmanship out of the 
window. 

“In my experience,” says Mrs. Houston, “the 
‘ecret of insuring a steady growth in paint sales 
lies in two fields: first, stocking the best paint; 
‘cond, giving careful attention to personal pub- 
lic relations.” 

In Mrs. Houston’s opinion a well-known brand 
with a “titanium” base fits the bill, of the “best 
baint” to stock. She explains to her customers 
hat this brand, not thinned with linseed oil, 
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n i @#tovers the surface with a non-chalking com- 
vel Mound, thus providing much longer protection. 
com- Maint is shelved and classified neatly behind 
their fMi'he counter. A glass covered display case fea- 
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these 
2 jl 
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lures yaint brushes of all sizes; liquid sand- 
paper, regular sandpaper, paint thinner, putty, 
Wwaxofi, paint brush cleaner, and paint toners 
~ al’ stocked for the convenience of the cus 

er. 

“In selling lines allied to paint, I merely try 
0finc out the particular problems of the cus- 
tomer and then show him items we have that 
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SPRING MEANS PLUS PROFITS IN PAINT AND GARDEN GOODS 





will make his work easier and more satisfying. 
I don’t try to sell. I merely help a customer to 
help himself,” said Mrs. Houston. It is in the 
field of personal public relations that Mrs. 
Houston has probably done their paint business 
the most good. In Mrs. Houston’s 20 years of 
close association with the public, she has dis- 
covered that her ability to remember names and 


' faces has been the indirect cause; and in many 


cases, the direct cause, for repeat sales: and in 
getting new customers. 

If Mrs. Houston sees one of their eight em- 
ployes (they had three five years ago) talking 
with a former paint customer, she will walk 
over and say something like, ““How did you get 
along with that paint job, Mr. Brown?” or if 
the customer is one who likes to be called by his 
first name, Mrs. Houston may say, “Hello, Joe, 
did you have enough paint to finish your job?” 

Incidentally the job of increasing paint sales 
has many sidelines. Anybody can call the Hous- 
ton Lumber Company for anything in the lumber 
or hardware line and get it. 

“All the wholesale houses in Wichita are our 
warehouses,” smiled Mrs. Houston. “I have 
spent half a day helping a housewife pick a 
wallpaper pattern for her kitchen or living 
room. Then I sell her some paint for the wood- 
work. One time I visited warehouses almost all 
day locating a particular type bolt that a cus- 
tomer wanted. Later I sold him an order of 
paint.” If a customer orders six gallons of a 
particular paint and the stock contains only 
four gallons, Mrs. Houston gets into her station 
wagon and goes to the wholesale house, picks up 
the remainder of the paint order, and delivers 
the paint personally. “In such cases it is our 
fault that we didn’t have the paint. I want our 
customers to know that we value their business 
and friendship. As a matter of fact we want 
Wichita people to say, ‘If Houston’s don’t have 
what we want, they will get it for us’.” 

The policy of collections adopted by the Hous- 
ton Lumber Company has also contributed to 


. the steady growth not only of the paint business 


but of the lumber department. 

“We have found that a customer who pays 
his bills regularly continues to buy from us. We 
have also found that a customer, who is careless 
about paying regularly, frequently avoids us. 
To prevent this latter development, we have 
set up a three point collection policy: 

1. We send a friendly letter to the bill-owing 
customer, asking about some member of the 
family. We mention generalities only—never the 
bill that we have in mind. As a rule this letter 
gets results. 

2. For those who fail to pay after the first 
letter, we send another letter mentioning that 
all bills are due at the first of each month. 
Finally, if the two letters don’t get action, we 
make a personal call on the negligent customer 
to get his viewpoint first hand.” 

Thus, by educating the public to pay bills 
regularly, the Houston Lumber Company re- 
duces the number of customers who avoid their 
place of business. 
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PART V 


Every piece of manufactur- 
ers’ literature that is allowed 
to gather dust under your coun- 
ters is costing you money in 
unearned sales. These pamph- 
lets, brochures and stuffers are 
expertly planned to sell a prod- 
uct through your store, and 
make a profit for you, but you 
must put them to work. 

You’ll increase your profits 
when you use manufacturers’ 
promotional aids to sell more 
improvements to your own cus- 
tomers. Because they are ac- 
quainted with your firm and its 
services, your own customers 
are your best source of poten- 
tial business. Even direct mail 
experts who sell books by mail 
say that lists of former cus- 
tomers consistently outpull all 
other lists circularized. Let 
your manufacturers’ colorful 
stuffers take on this profit-mak- 
ing job. 

You can cut down selling 
time by using manufacturers’ 
well-illustrated literature in 
your sales talks. It can be an 
effective guide for the sales- 
man when he is explaining and 
emphasizing the consumer ben- 
efits of a product. He’ll make 
the sale more easily . . . more 
quickly. 

Here are some of the ways 
in which you can make your 
manufacturers’ brochures and 
stuffers work for greater pro- 
fits for you. 






















Every Envelope a Salesman 


Place a stuffer in every en- 
velope that leaves your office— 
whether it is a statement or a 
letter to a local businessman. 
You have his entire attention 
when he opens the envelope...a 
real opportunity to sell. In this 
economical manner, you can 
tell your customers about the 
many improvements which will 
increase their satisfaction, 
pride and comfort in their 
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PROMOTION PROGRAMS THAT PAY Off 


More Profits from Manufacturers’ Literature 








~ How to fit these aids into your sales program; 
this article tells how to use this literature in personal 
contacts with your customers and in direct mailings. 


home. Then, too, your stuffer 
is an invitation to buy. Placed 
with a statement it says, in ef- 
fect, “We appreciated your pur- 
chase, and we would be pleased 
to serve you again.” 

Rarely does the additional 
weight of the stuffer necessitate 
extra postage. Thus, this sell- 
ing system requires only the 
time it takes to insert the stuff- 
er properly in the letter or 
statement. 

HOW the stuffer is inserted 
is very important. It should 
not be slipped in haphazardly; 
rather, it should become an in- 
tegral part of the basic mes- 
sage carried by the envelope. 
Stuffers receive most attention 
when they are “folded into” 
the letter or statement so that 
the front page will be the first 
thing the recipient sees. The 
eye-catching appeal on the first 
page will draw the customer’s 
attention into the selling copy 
before he has a chance to dis- 
card it. 

Every sack or package which 
leaves your store should carry 
manufacturers’ literature, too. 
Whenever possible, the stuffer 
should be on an item which is 
related to the purchase. Again 
the same care in placing them 
in the package is necessary. Lay 
the folder atop the article be- 
ing wrapped, with the front 
page of the folder in the cen- 
ter facing the customer’s eyes, 
so that it will be the first thing 
he sees. 

Most of the traffic in the av- 
erage store centers at the cash 
register. Keep neat and orderly 
stacks of literature there for a 
customer to pick up while wait- 
ing for his change. These fold- 
ers should be on the improve- 
ment you are pushing that 
month, such as roofing, siding, 
new attic room, etc. 

Let your manufacturers’ 
pamphlets help you “clinch the 
sale.” The most logical time 


By MARTHA NOWELS 


Nowels Lumber and Coal Compan, 
Rochester, Mich. 



























to press for the close of the 
sale is after you have prepared 
an estimate for the prospect. 
At that time he is usually 
equipped to say, “Yes, start de- 
livery next week.” 

After you prepare an esti- 
mate on a new home or re- 
modeling job, find the manv- 
facturers’ folders on the brands 
of insulation, windows, interior 
finish, flooring—all the prod- 
ucts quoted. Place these, along 
with the estimate in an envel- 
ope* for the prospect. Use these 
folders as an excuse to sit down 
with him in a quiet corner to go 
over the material. Showing him 
the insulation folder, say, “Mr. 
Jones, we have quoted you 0 
— insulation because a 
“As you see in this illustra- 
tion, Mr. Jones, asbestos 
shingles will never burn, for 
—_—_—”", “Note how this 
pamphlet proves that —— win- 
dows will give you increased 
weathertightness that will save 
their slightly higher cost in 
fuel bills in just — years.” 
“Here’s a picture that shows 
you how your living room will 
actually look with the type of 
interior finish you have se 
lected.” 

Tell him the sales advantages 
of the products you have il- 
cluded in his house. Impress 
him with their quality and true 
economy. Only after you have 
focused his attention on the 
long-lasting comfort and satis- 
faction these products wi! give 
him, should you tell hi: the 
price of his house. 

But don’t dwell on the 
Tell him how your servic:s cal 
make his building dream < 
ality .. . how you can he_» him 
finance . . . find a com» etert 
carpenter. In short, exp!: 
the benefits he will deriv: 
his new home (or remo’ 











*The Valley Lumber Company 4 ‘s 
Ariz. has a colorful and attract ve est 
mate folder. The back cover 
built-in pocket for product literature. 
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_then tell him how easily these 
benefits can be his. Your pros- 
pect may say, “No, not yet,” 
and leave your Office.** How- 
ever, when he gets home, he 
still has something to look at 
other than how much his home 
will cost. 









Use folders with your displays 





None of your displays is 
really complete without prod- 
uct literature. This harks back 
to the proven theory that most 
successful selling appeals to as 
many of the five senses (sight, 
sound, touch, smell and taste) 
as possible. Replete with pic- 
tures of the product in use, 
these pamphlets show your cus- 











i tomer how wall board will en- 






hance the beauty of his living 
room ... how asbestos siding 
will improve the exterior of his 
hme. Such illustrations are 
worth more than 1,000 words of 
description by your star sales- 
man, especially in selling the 
customer who can’t look at one 
completed effect. They will 
display panel and visualize the 
show the customer how his liv- 
ing room .. . how the exterior 
of his home will actually ap- 
pear. 


The illustrated displays help 
the salesman employ three 
senses (sight, sound and touch) 
in his sales talk. Guided by the 
literature in the rack, your 
salesman will be sure to em- 
phasize all the sales features of 
the product. A small sample, 
also in the display rack, puts 
the feel in the sales story. Your 
salesman will make-a more 
complete more effective 
sales presentation. He’ll make 
the sale more quickiy, too. 


By using product literature, 
your salesman helps the pros- 
bect visualize his home as it 
will actually look, and more im- 
portant, as it will provide new 
comfort, convenience, pride and 
satisfaction for him. 

A customer who _ browses 
through your store while wait- 
Ing to be served, should always 
find product literature on the 
display which attracts his at- 
tention. He can pick it up, and 
take it home to read leisurely. 
If such, literature were on mass 
displays, chances are it would 
hot be picked up so readily. 
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di ts you are unable to sell imme- 
lately should receive a letter and more 
colorful literature on their improvement 
a$ Outlined in the preceding article. 
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MORE COMFORT 
MORE CONVENIENCE — 

. isn’t that what you want in 
your home? Of course it is! In the 
exciting enclosed book you'll find col- 
orful decorating ideas, thrifty tips on 
modernization and improvements, 
helpful hints on protection against 
costly depreciation . . . many ways to 
build comfort and convenience into 
your home at small cost. 

Whether you’re planning to build 
or remodel, this book is alive with 
ideas that cost so little; add so much. 
For instance, for only $5.00 a month 
for 30 months you can turn that 
wasted attic space into an attractive 
guest or rumpus room. Just $5.00 a 
month for a year insulates the ceiling 
of the average 5-room house, and 
gives you year-round comfort. 

After you’ve considered these ideas 
carefully, here’s how we can help you: 

* Aid you in working out your plan 
—supply additional information. 
Give free estimates on any im- 
provement you may desire. 
Find a financing plan to fit your 
budget. 

Arrange for a competent carper- 
ter, or give you sufficient infor- 
mation so you can build-it-your- 
self. 

Give you prompt deliveries of 
dependable materials. 

Of course you know that home im- 
provements are investments ... not 
expenditures. Not only do they 
lengthen the life of your home and 
increase its cash value, but they also 
give you the extra dividends of in- 
creased comfort and convenience. 

Why not start today to take advan- 
tage of our 20 years of building ex- 
perience? Just fill in the enclosed 
card, and our advisory expert will call 
at: your convenience to explain more 
about our services. There’s no obli- 
gation, of course. 

Sincerely yours, 


* 


* 


* 








Gentlemen: 

Please have your Advisory Dept. call 
and give me more information. I understand 
there is no obligation. 


Call on me at on 





Name 





Address 





City. 














THIS IS THE LETTER and reply 
post card which accompanied Ameri- 
can Lumberman’s promotion piece for 
dealers, “A Guide to Better Living.” 


After all, it is the product and 
the benefits it gives—not the lit- 
erature — which attracts the 
customer’s attention and _ in- 
terest. 

For these two reasons: be- 
cause literature will aid the 
salesman in telling the product 
story and because customers 
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will pick it up from a display 
that attracts their attention, 
manufacturers’ brochures and 
folders should be kept in dis- 
play racks with the product. 


Folders for Price Shoppers 


Every price shopper— 
whether he calls on the tele- 
phone or comes into your of- 
fice—is a prospective regular 
customer. Let your manufac- 
turers’ literature make him 
one! 


If he comes in and asks, 
“How much is your wall board 
per thousand?” Your reply 
should be, not “$—”, but “how 
are you going to use this wall 
board?” Explain to him that 
there are many different kinds 
of wall board (insulation, roof- 
ing, etc.), each fitted to do a 
specific job. Tell him that you 
want to help him get the best 
material for his particular pur- 
pose at the lowest price. After 
you have the necessary infor- 
mation, show him your prod- 
uct literature, and explain why 
this particular product is best 
suited to his purpose. Show 
him how it can do the job eco- 
nomically, and give him the 
trouble-free performance that 
means lasting satisfaction. 


If your price shopper tele- 
phones, you should still get this 
pertinent information over the 
phone. After ‘giving him the 
sales story on the product you 
can say, “We have a pamphlet 
which will thoroughly explain 


‘this product. May I send it to 


you, or would you prefer to 
come into the office?” 


In either case, if you must 
quote a price, estimaté the 
amount of material needed and 
give the price in terms of 
monthly payments. 

You are offering your build- 
ing experience, product knowl- 
edge, dependability, and your 
genuine interest in his project 
—things almost any shopper 
would rather have than the 
cheapest. possible price. 

Use these methods to put 
your manufacturers’ pamph- 
lets, and stuffers where they 
will do you the most good—in 
the prospect’s hand. They can 
be powerful selling tools if you 
make them work in these ways. 
Let them build profitable new 
business ... help your sales- 
men sell more effectively. Start 
today. 
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AMONG THE DEALERS 


Indiana Leader 

John McCormick, who was 
elected 1951 president of the 
Indiana Lumber and Builders’ 
Supply Association. 


CHARLES BOHRER, recently elected 
president of the Intermountain Lum- 
ber Dealers Association. 


Intermountain 

Charles Bohrer, president of 
the Pocatello Lumber Co., Poca- 
tello, Idaho, was named presi- 
dent of the Intermountain Lum- 
ber Dealers association during 
the eighth annual convention 
there March 1, 2 and 3. He 
succeeds W. Arthur Jones, of 
Cedar City. 
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Other officers named at the 
close of the business sessions 
in the three-day meeting were: 
Lincoln P. Hanks, secretary- 
treasurer of Noall Brothers 
Lumber Co., Salt Lake City, 
and M. A. McEntire, manager 
McEntire and Hilton, Clear- 
field, who were both named vice 
presidents of the association. 

Melbourne Romney, Jr., vice 
president and assistant man- 
ager of Romney Lumber Co., 
Salt Lake City, was elected sec- 
retary-treasurer. : 

Directors named for three 
terms included Mr. Jones, of 
the Cedar Lumber and Hard- 
ware Co., Cedar City, Utah; 
LeRoy Anderson, of Anderson 
Lumber Co., Logan, Utah, and 
J. L. Jeremiassen, of Boise 
Payette Lumber Co., Boise, 
Idaho. 

There were more than 900 
members present at the meet- 
ings which ended in a banquet, 
floor show and dancing. 

President Jones said he was 
confident that dealers could 
meet the present emergency 
with the same resourcefulness 
with which they faced past 
crises. 

Ralph Carney, of Wichita, 
Kansas, vice president and sales 
manager, Coleman Co., dis- 
cussed the importance of hav- 
ing a trained sales force. Point- 
ing to the sizeable employment 
turnover due to the critical 
world situation, he said that a 
new challenge faces business- 
men in helping teach sales 
people the rudiments of selling. 

C. W. Nortz, executive secre- 
tary, discussed 1950 operations 
in lumber business. Problems 
crucial to intermountain lum- 
bermen, such as government 
controls, taxes and operating 
costs were weighed at a panel 
discussion. 


The present shortage of steel, 
electrical supplies, piping and 
other construction materials 
will not last more than two 
years, said H. R. Northrup, 
Washington, D. C., executive 
vice president of National Re- 
tail Lumber Dealers associa- 
tion. 


G. F. Hoppe, Minneapolis, 
sales promotion manager for 
Minnesota and Ontario Paper 
Co., told dealers they could not 


‘ing leader, has 


compete with big busin ss in 
multi- million-dollar m ‘itary 
construction projects, but that 
repair and remodeling of ‘\omes 
offers them excellent prco<pects 
for profits. 


Western President 

J. W. Copeland, J. W. Cope- 
land Yards, Portland, was re- 
cently elected president of the 
Western Retail Lumbermens 
Association. The meeting of the 
group was held in Spokane this 
year and was generally felt to 
be one of the best and most 
profitable conventions of recent 
years. ; 


Virginia Meet 

Well over 500 attended the 
Silver Anniversary annual 
meeting of the Virginia Built- 
ing Material Association. Deal- 
ers were high in their praise of 
this year’s program. 

L. R. O’Hara, Yorktown Ice 
and Storage Corp., Yorktow!, 
was elected president of the 
group for 1951. 

Vice-presidents elected i 
cluded Forrest G. Brice, Ast 
land Lumber company, Ast 
land; Maurice R. Large, Farm- 
ville Manufacturing co::pany, 
Farmville; Wm. N. Neff. Vance 
Supply company, Abi gdon: 


.and E. R. Woolridge, 


Lumber company, Roano 
Ernest L. Whitehurst 
joing < 
Advisory Council of Pas 

dents. 
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SAYES TIME — KEEPS STOCKS CLEAN! By! cost 


Trim Xit is the latest development in window 


and coor trim. It is architecturally designed ( * ELIMINATES 
to rake it adaptable to all types of archi- WASTE 


tecture. It's accurately and smoothly ma- 


chined. It's packaged for easy handling: jobber. ed 

1: . . it is sold 
and inventory. Keeps it always bright vm aeewsh cenne- 
and clean. nized jobbers 
only. 





Investigate today. Discover how 





Firpine's Products In- 
clude: inside door jambs, 
standard lineal mouldings, 
cut-stock, furniture dimension, 
and other special items plus whole- 
sale service in practically everything 
in Western Softwoods. 
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WHAT’S NEW 





Products .... Sales Aids.... Literature 


SEND FOR THESE: 


Baylaun Philippine Mahogany titles 
a bulletin showing stock molding 
patterns, hollow core interior doors, 
and Tropicwall, a %” T & G V-Joint 
solid wood paneling. The bulletin 
price schedule also lists molding trim, 
plywood, and kiln dried clear lumber. 
For copy of bulletin write Elliott Bay 
—— Dept. AL, Seattle 4, 

ash. 


Philippine Mahogany for American 
Industry is the name of an interest- 
ing folder prepared by the Philippine 
Mahogany Association, Inc. Beautiful 
reproductions occupying four full 
pages, show the actual color and 
grain of Philippine Mahogany fin- 
ishes. For copies write the Philippine 
Mahogany Association, Dept. AL, 111 
W. Seventh St., Los Angeles 14, Calif., 
or Aetna Plywood and Veneer Com- 
pany, 1732 N. Elston Ave., Chicago 
22, Ill. 


A new color motion picture with 
sound has been produced by DeWalt, 
Inc. The new film, five minutes in 
length, shows the many applications 
of the latest line of DeWalt machines, 
the DeWalt Models “400.” The ma- 
chine is shown as a power feed: rip 
saw, single-head shaper, single-head 
molder, rabbeting machine, tongue 
and grooving machine, bevel-rip ma- 
chine and ploughing machine. The 
motion picture is an educational dem- 
onstration of the safety, accuracy 
and speed of the DeWalt “400” line. 
The film, the first of six DeWalt 
demonstrations films proposed for 
release this year, is now available for 
free distribution to industrial plants, 
schools, lumber yards, home builders, 
etc. Write DeWalt, Inc., Dept. AL, 51 
Fountain Ave., Lancaster, Pa. 


Robot Operators for Doors and 
Gates—A comprehensive coverage of 
modern automatic operating equip- 
ment for doors and gates is announced 
by Robot Appliances, Inc. This litera- 
ture, by means of simply-written de- 
scriptive and explanatory text, plus 
free use of pictures and diagrams, 
shows what has been done in this 
field in the past 20 years, and what 
makes the use of automatic operating 
devices constantly more necessary to 
modern living and working. How 
these modern “robots” make life 
easier, safer and better is described 
and illustrated in the robot literature. 
Write Robot Appliances, Inc., Dept. 
AL, Dearborn, Mich. 


“Kardex Visible Record Control” is 
an 80-page catalog published by the 
Management Controls Division of 
Remington Rand Inc. Completely re- 
vised from cover to cover, and 
brought up to date on the basis of a 
recent development in the important 
field of records administration, this 
booklet is a comprehensive presenta- 
tion on all phases of the Kardex Visi- 


ble Control principle. It describes the. 


various combinations of record forms 
which may be incorporated in Kar- 
dex “pockets” and the infinite variety 
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of colored signal control methods 
which may be used on the visible 
margin of the records. New com- 
puting charts which eliminate drudg- 
ery from the calculation of percent- 
ages of quota for sales control rec- 
ords and action requirements for in- 
ventory control are pictured and de- 
scribed. Write Remington Rand Inc., 
Dept. AL, 315 Fourth Ave., New York 


Uses and advantages of architec- 
tural porcelain enamel and the kind 
of service rendered by the manufac- 
turer are described in a new 8-page 
bulletin. Examples of the use of 
architectural porcelain enamel in 
store fronts, car dealer showroom 
buildings, gasoline service stations 
and other applications are shown. En- 
gineering details of construction and 
erection methods are illustrated. A 
description of the firm’s manufactur- 
ing facilities, job engineering and 
erection practice is also given. Copies 
may be obtained by writing The Erie 
Enameling Company, Dept. AL, Erie, 
Pa. 


Featured in a new Straddle Truck 
catalog issued by the Hyster Com- 
pany, is the Model “MHS,” especially 
designed for handling steel. A varia- 
tion of the standard 30,000-pounds 
capacity Model “MH” Straddle Truck, 
the new model is intended for extreme 
service encountered in materials hane 
dling in the metal industry, or other 
operations where service is unusually 
severe. Principal among a number of 
improvements and optional advances 
for extended utility are double-row 
roller chains in the hoist mechanism 
instead of single-row chain as in con- 
ventional trucks; solid bar rather than 
channel sections in the lifting links; 
additional carrying capacity of the 
suspension springs, and heavier frame 
in the cross members and corner sec- 
tions. Write Hyster Company, Dept. 
AL, 2902 N. E. Clackamas, Portland 8, 
Ore. 


West Coast Lumbermen’s Associa- 
tion has announced the publication of 
its January 1, 1951 “Where to Buy.” 
This directory of members of the 
Association is designed to aid buyers 
of Douglas fir, West Coast hemlock, 
Sitka spruce and Western red cedar. 
Detailed information is given on saw- 
mills, remanufacturing plants, timber 
fabricators, a wood pipe and tank 
manufacturer and wood treating 
plants in the Douglas fir region of 
Western Washington, Oregon and 
Northern California. New member 
mills total 66 since the 1950 edition 
and their listing along with the 
changes in the previous members will 
give lumber buyers the latest infor- 
mation on mill locations, officials and 
sales offices, capacities, facilities and 
products manufactured. The 1951 
“Where to Buy” contains 40 pages, 
84x11 inches in size and punched 
for insertion in three-ring binders. 
Copies of this lumber buyers’ guide 
are available without charge by writ- 
ing the West Coast Lumber 


rison St., Portland 5, Ore. 4 


en’s As-.. _ 
sociation, Dept. AL, 1410 S. W. Mor’ «* 
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Celotex Merchandising Service 


The above page is from the 
Spring Unit of the new Merchan- 
dising Service announced by The 
Celotex Corporation, Chicago. (See 
the March 10 issue of American 
Lumberman, page 127). Five man- 
uals comprise the initial material 
for this service: 1) “The Why and 
How of Staff Meetings.” The im- 
portant Do’s and Don’ts of. this 
subject are covered as well as com- 
plete suggested texts for several 
meetings. 2) “Sales—Open House 
Parade of Spring Values.” This 
activity is designed to bring pros- 
pects and customers into your 


_ store, to enable you to display and 


demonstrate seasonable merchan- 
dise. Newspaper ads are included. 
3) “Sales—‘Pay-Off’ Improvements 
for Spring.” This manual provides 
a telephone canvass guide—a pros- 
pect-getting plan, check-list book- 
let of spring improvements, and 
window banner. 4) “Buildings & 
Equipment—Signs.” A sign mod- 
ernization program is described 
which will pay dividends to every 
user of signs. 5) “Buildings & 
Equipment—Landscaping.” Many 
dealers have made their business 
premises the talk of the community 
by judicious use of plantings. This 
manual shows numerous examples 
of actual and typical landscaping 
treatments. Write The Celotex Cor- 
portation, Dept. AL-3, 120 South 
LaSalle St., Chicago 3, IIl. 


Insulation in Longer Rolls 


Fiberglas building insulation for 
homes is now available in .ongel 
rolls. The longer rolls requi'e less 
cutting and fitting, fewer p:°<age® 
to handle and afford a bette” col 
tinuous vapor barrier whic! mot 
than meets FHA requiremer:s. Be 
cause they are compression pack 
aged, the rolls are easier to jiandle, 
require less shipping space 2nd call 
be installed more quickly than the 


old rolls. Light in weight, Fiber 


glas building insulation is com 


‘ posed of fibrous glass draw from 


March 24, 1951, AMERICAN LUMBERMAN & 











Buy 







vice 




























the 
‘han- 
The 
(See cao 
rican 77, 
man- Wn y 
terial 
y and 4 0 
e im- 
this 
com- 
veral 
Louse 
This It’s a case of high standards. We re- 
pros- é % 
your fuse to sacrifice quality, just to keep 
7 and , ‘ ; 
Pr up with increased demand. We’re do- 
a ing our best to serve our customers 
vides ... though, naturally, we give pref- 
pros- 
book- erence to those who have been regu- 
and : " ’ ‘ 
a & lar users of Robbins flooring. When- 
— ever possible, we will be pleased to 
a 
every serve new customers as well... to 
igs & : 
Many show them the superior strength, 
siness . ‘ 
sal glowing beauty and easy mainten- 
3. This ance of Robbins flooring. : 
rmples 
caping 
x Cor: 
South 
1 for 
mger 
o Jess Members Maple Flooring 
cages Manufacturers’ Association AV. 
col 
; more ROBBINS FLOORING COMPANY 
s, Be Reed City, Michigan Ishpeming, Michigan 













dre 
BUILDING Propucts MERCHANDISER 



















































































woop 


Gate City awnin g 


WINDOWS 


Dealers! 


There's No Secret To Continued 
Window Profits During 1951 


Look to Gate City for: 


SAME FINE QUALITY PRODUCT 
AVAILABLE IN ANY QUANTITY 
PROVEN CONSUMER ACCEPTANCE 
ONE-DELIVERY PACKAGED UNIT 
DEALER SALES HELPS 

LIBERAL MARGIN OF PROFIT 






.. and remember! 
WOOD Awning Window 
climate control features 
will be more popular than 
ever during 1951. Be pre- 
pared, with 
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A few of our 36 stock sizes meet 
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Awning Windows 


pioneered by 


Gate City 


Precision-made and Preservative- 
Treated for long lasting durability 
and dimensional stability. 


For complete information refer to 
AMERICAN LUMBERMAN 1951 
Dealer Products File 





Send 25¢ for SMALL 
HOMES PLAN BOOK 
with 40 Plans show- 
ing Awning Windows. 
Postpaid. 


Gate City SASH & DOOR CoO. 
“Wood Window Craftsmen Since 1910” 
FORT LAUDERDALE, FLORIDA 
MEMBER OF THE PRODUCER'S COUNCIL, INC. 





Pe Sa eS eee Sew ee BS 2 Oe, 


GATE CITY SASH & DOOR CO.., Dept. AL-324 : 
P.O. Box 901, Fort Lauderdale, Florida 


Gentlemen: [_] Please send full particulars on your 
i) Dealer offer. [_] | enclose 25¢ for Plan Book. 


MAIL 
COUPON 


NOW 
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molten sand and other selected 


NOW YOU CAN SELL minerals at more than 2400 degrees bust: 
Fahrenheit. The fibrous glass con- finis! 

tains no elements that can burn. are € 

CENS(O STENM AN This insulation requires less stor- tion 
age space during construction, sion. 

IMPORTED SWEDISH transports easily without damage, clean 

0 provides no — ee perv’ 

’ of outer wrappings. Fiberglas build- temp 
BUILDER'S HARDWARE ing insulation is also available in scrip 
se “~~ batt ee ee : A 

; ; ; atts and pouring and blowing oati 
ae ew wool. Write Owens-Corning Fiber- Box 


Reasonably Priced 
Complete Sizes, Styles, Finishes 


Prompt Delivery from our Ware- 
house Stock 


A complete 

range of butt 

hinges for all 

applications 

in all finishes. 

The finest ’ 

quality produced anywhere. Standard 
U. S. specifications and packaging. 


glas Corporation, Dept. AL. Toledo 
1, Ohio. 


A HANDBOOK 
for BUILDERS 


For the Woodworking Industry 


The Handbook for the Woot- 
working Industry, prepared by 
Frank Paxton Lumber Company, 
is designed to make available in 
one source, a collection of data on 
the subjects of wood and lumber 
intended to be helpful to those in 
the woodworking industry. The 
material in this book was collected 
over a long period of time and put 
into handbook form by Paxton’s 
directors, Floyd Miller of Kansas 
City and Frank Paxton Jr. of Chi- 
cago. The entire first page covers 
an informative index which in- 
cludes alphabetical listing of all 























° woods. Here are the topics in the Scree 
Arkansas Soft Pine Handbook Index: Lumber Growth and Manv- Nov 
The 1951 edition of the Arkansas _ facture, Grading of Western Pine, @§ keeps 
Soft Pine Handbook for Builders Wood Selection Chart, Illustrated @ It’s 1 
is just off the press. According to Standard Hardwood Grades, Stani- fH shade 
the industry’s bureau, Arkansas ard Thickness of Surfaced Lumber, sizes 
ee Soft Pine is the all-purpose wood Common Lumber Terms and Ab-  windo 
ees ak tediieal of balanced soft texture for sound _ breviations, A-B-C Method of J consis 
STRAP shelf hardware in- construction, exterior trim and Measuring Lumber, Lumber @ louver 
satin-like interior wookwork and Weights, Comparative Chart of rays, 
HINGES cluding bolts, paneling. The handbook tells what Adhesives, Plywood, Paxton’s After J see o1 
hasps, brackets, species it is, where it grows, its Kiln Drying Measurement Policy, J windo 
back flaps, light permanence, moisture content, etc. Introduction to Woods Popular make 
narrows, etc. Famous Swedish steel and Grading and Grade-Marks cover Woods, and Exotic Woods. For the si 
finishes. some 20 pages with excellent photo- complete information write Frank Mj tion o 
graphs. Other pertinent informa- Paxton Lumber Company, Dept. @ Plified 
tion includes stress values for AL, First and Kansas Ave., Kan: 18 ten 
Arkansas Soft Pine studs, joists gas City 3, Kan. screen 
and rafters, 12 cardinal construc- : of th 
ag rules to follow in building literat 
or permanence; center - matched : . ger-L: 
; Sahin ak web slinn: ant- Corrosion Control Coatings aa 
\ complete range of matched and plain end pine floor- Casey & Case vinyl based pri Cait. 
sizes, types and fin- Viele)? ing. There are typical standard ers, intermediates and finishes aH Toeeo. 
ishes in superior qual- patterns shown and standard pat- scientifically formulated fc appl Ave. 
ity Swedish wood SCREWS terns for vertical interior panel- cation where surface maii‘enantt 
screws. Prompt de- . | ing. Average weight is given when _ problems exist. These coatigs alt 

Soom. worked to standard size. There is Particularly effective for with Asbe: 
also a table of board measure. On standing severe weatheriny cond: Asb 

FULLY GUARANTEED! page 30 of the handbook, is this tions and combatting the c rrosi¢™ serves 

See Your Jobber or Write for Prices descriptive. copy: Arkansas Soft action of acids, acid fumes, alk and 
Pine works easily to accurate de- lies, salts and other c:rrosi¢#™ exter} 

tail by machine or hand tools. It agents. They are applic:'! manui 

f () cuts clean without splintering; metals, concrete, stone, great 
contours match exactly at miters stucco, plaster, pumice 0 conere- 
~ and joints ... It nails without formed blocks, celotex, w: Becau: 

reli bideme ele) ME Ih uliiel. splitting. For copy of the new edi- and plywood. Brushed on, ; Intens 
STTIMGE TCM ieme | tion of the handbook write Arkan- or dipped, excessive non~p 
1812 North Kostner Ave. Chicago 39, Ill. sas Soft Pine Bureau, Dept. AL, quickly evaporate, leaving : thoro;, 
Boyle Bldg., Little Rock, Ark. ductile, non-inflammable, n eXpose. 
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bustible and strongly adhesive 
finish. Casey & Case vinyl coatings 
are extremely low in water absorp- 
tion or moisture vapor transmis- 
sion. Surface finishes are easily 
cleaned since coatings are im- 
pervious to cleaning reagents at 
temperatures up to 160° F. A de- 
scriptive brochure with price sheet 
is available. Write Casey & Case 
Coating Company, Dept. AL, P. O. 
Box 151, Maywood, Calif. 
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Screens Out Heat and Insects 


Now there is a _ screen that 
keeps out heat as well as insects. 
It’s the Tension-tite aluminum 
shade screen which is made in 
sizes to fit all double hung wood 





























Ab- windows. This new shade screen 
of M™ consists of thousands of tiny 
nber louvers which keep out the sun’s 
, of @ rays, yet allow the homeowner to 
\fter HH see out. Use of these screens on 
jlicy, @ Windows facing the south or west 
yular # Make rooms that are the hottest in 
For the summer the coolest. Installa- 
yank /™ tion of Tension-tite screens is sim- 
Dept. MM Plified by a handy guide bar which 
Kan- @ 18 temporarily detached from the 
screen to locate the correct position 
of the five screws. Descriptive 
literature is available. Write Rudi- 
5 ger-Lang Co., Dept. AL, Eighth 
9s and Carleton Sts., Berkeley 10, 
pri @ Calif. Branches: P. O. Box 468, 
S aH Toccoa, Ga. and 622 S. LaBrea 
appl Ave., Los Angeles 36, Calif. 
nance 
gare 
wit ff Asbestoline 
condi Asbestoline waterproofs, pre- 
rosi¢ Mi serves and protects roofs, walls 
alk @ and foundations for interior and 
rosi¢ @@ exterinr use. According to the 
le "M Manufacturer, it corrects the one 
brich Mi great fault of modern cement and 
othe conerete construction . . . porosity. 
Iboari &cause Asbestoline is not only 


Intensely adhesive, but absolutely 
NOn-porous as well, it is said to 
thorou xhly waterproof inside of 
&xposcd walls or outside walls to 
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B.F.Goodrich 


Flooring Products 


NOW 


For Extra Profits in 
“OVER-THE-COUNTER” Sales! 


The cash and carry traffic of cus- 
tomers is increasing every day. And 
this traffic is important to you be- 
cause it means quick ol sales 
with no delivery + oll 


So it’s up to you to cash in on 
this trade. And one of the best ways 
to do it is by being able to offer 
your customers who want better 
flooring, B. F. Goodrich Flooring 
Products. 


Fae In this complete line of premium 

—— 
=! ’ “la @ products, one of your best sellers, 
.: i and customer satisfiers, will be 


HOOD ASPHALT TILE 


Since this “over-the-counter” business means, in the case of tile 
flooring, installation by the individual, the precision-cut edges and 
square corners of Hood Asphalt Tile are all-important in making this 
installation easy. ° 


And Hood Asphalt Tile means years and years of wear with a wide 
range of decor-blending colors for any installation on or below grade. 
And most important . . . Hood Asphalt Tile is low in cost, which means 
fast sales for you. So cash in today by clipping the coupon below for 
complete information about Hood Asphalt Tile. 


PLUS! Other B. F. Goodrich Flooring Products: Hood Rubber Tile, 
Rubber Cove Base, Rubber Stair Treads, Rubber Thresholds, Arraflor 
(Vinyl Plastic Asbestos Tile) and a complete range of waxes, cleaners 
and cements. 






Please show me how I can cash in on my 
cash and carry trade. 


B. F. Goodrich Co., Flooring Division 
Watertown, Mass. 


Name 





Street 





City. Zone. 





State 


~ 
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Sands, Cleans, Smooths, Polishes 
Electrically... 


ante 


pP4 


Sps 


L +) Designed for industry, for professional 
F 44, work, this light, beautifully balanced, 
~ ““/’’ orbital-motion, SpeedSander is rapidly 
becoming a standard home appliance. 

; With its powerful electric motor and all- 
/sip \,,. ball-bearing construction, anyone can 
Sree easily re-surface and refinish furniture, 
woodwork, metal surfaces or walls. It 

will quickly remove old paint, stain, or 

enamel down to the bare wood or metal; will sand- 
paper to a “‘piano finish’’; remove rust and corrosion 
or “‘feather edge” a scraped fender. It will burnish 
pots and pans or with lambs wool bonnet, delicately 
polish fine furniture. It makes tedious, tiresome 
jobs fun—saves hands! In design, convenience and 
efficiency it is today’s finest sander regardless of 
price. Sturdy enough for a renter. Priced for 


volume sales. 
ay 
CATALOG 
Sp MANUFACTURING CO. 


1876 So. 52nd Ave., Cicero 50, Illinois 


~ 





This emacem ov 


YOUR DOOR MEANS... 


A) More profits for you 


Q More service to 
your customers 


Omoré sales 


Let Ha tell you more about 
it and send you a copy of... 
THE ABC'S OF MAKING MONEY 


ALLIED BUILDING 
CREDITS, INC. 


MEAD OFFICE: 3109 WILSHIRE BLVD. + LOS ANGELES 


NATIONWIDE SERVICE 
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which a plaster or stucco coat is 
to be applied. Asbestoline elimi- 
nates efflorescence and bloom in 
wall materials, and no crust or 
alkaline particles are left on wall 
surfaces. No-Leak, also manufac- 
tured by Sterling, is available for 
flashings, copings, chimneys, sky- 
lights, and for patching holes and 
cracks. Membrane, a_ specially 
treated burlap material saturated 
in asphalt, is recommended for 
patching and for flashings. For 
descriptive literature write The 
Sterling Materials Company, Inc., 
Dept. AL, 1860 Broadway, New 
York 23, N.Y. 


Tile Cutter Rental Plan 


A complete rental service on floor 
tile cutters is available to dealers 
through the J. M. J. Tile Cutter 
Rental Plan. Suggested rental rates 
are given as $2.00 for every 24-hour 
period, although each dealer may 
set up his own rates. Reports indi- 
cate that with the cutter and a 
short explanation, it is quite simple 
for the customer to do an accurate 
and easy job of home tile laying. 
As an additional aid, the Rental 
Record Form also has a summary 
of tile laying directions on its re- 
verse side. The J. M. J. Model FT-1 
Tile Cutter weighs only 19 pounds 


and will cut any type of resilient: 


floor tile. Its portability can be in- 
creased by use of a dolly. Dealer 
aids, such as the newspaper mat 
shown here, are available to help 
merchandise the Tile Cutter Rental 
Service. Write J. M. J. Products 
Co., Dept. AL, Belleville, Ill. 
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NEW IMPROVED LUBRICANT 
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Lubricant in Pencil Form 
“Pensilube” is an entirely new 

scientific lubricant said to fill a 

long-felt want in the home, shop, 


office and factory. Compounded by 
long laboratory processes, it js 
applied like a pencil to parts to be 
lubricated. 

“Pensilube” is made of “clean” 
powder lubricants, (not graphite) 
and molded with two highly devel. 
oped waxes. It is silver in color 
and will not soil the hands or 
clothes. It has been tested on more 
than 100 uses. It is packaged 24 
“Pensilubes” in an automatic coun- 
ter dispenser and sells at a very 
low price. Write Reardon Products, 
Dept. AL, 2109 -S. Adams St, 
Peoria 2, II. 


Plans for Table-Type Jig Saw 


Doubling the value of its pat- 
ented electric coping saw, Dremel 
Manufacturing Company has de 
vised a set of easy-to-follow plans 
for converting the hand-held tool 
into a bench or table-type jig saw 
illustrated here. The bench-type 
saw is quickly cut out of %” thick 
board, and template style plans are 
said to be simple enough for a 
child to follow. End result is a 
sturdy piece of equipment that 
home workshop operators and Jig 
saw enthusiasts can enjoy making 
and owning. Plans for making the 
bench-type saw are being packed 
free in each carton containing 4 
Dremel Coping Saw .. . also pat 
terns for six unusual wookworking 
projects. The bench saw plans are 
obtainable separately. Write Dremel 
Manufacturing Company, Dept. 
AL, 2424 18th St., Racine, Wis. 


Automatic Power Saw Seiter 


The new Foley Automatic Power 
Saw Setter for hand and band saws 
features an exclusive “twin ham 
mer” action—one hammer for each 
side of the saw—with both ham- 


.& 
March 24, 1951, AMERICAN LUMBERMAN © 





You can really 
DO THINGS 
HARDWOOD PLYWOOD! 


Here at last is a genuine hardwood plywood, 
free from the disadvantages of soft woods, yet 
attractive in price. It is ideal for dry-wall con- 
struction, built-in cabinets, furniture, partitions, 
store fixtures, etc. 

Mengelbord* is a low-priced utility hardwood ply- 
wood available in standard stock panel sizes 4” 
thick, 3-ply. It is moisture resistant—recommended 
for a wide variety of interior uses. 

Mengelbord has a one-piece face with no joints or 
oval patches. It is made from beautiful unselected 
White Gum (Tupelo) with the face grain running 
the long way of the panel for greater strength and 
better decorative effects. 

It is smoothly sanded, free from grain-raising, warp- 
resistant, cuts and works cleanly. 

Mengelbord is light in color and suitable for a 
variety of finishes: ‘paint, stain, natural, or as a 
base for wallpaper. ) 

Write today for samples and descriptive 
literature. No obligation, of course. 
Where fine wood panels of Mahogany, Oak, 
Birch or Walnut are desired—ask for Mengelux. 
Literature on request. 

Plywood Division, The Mengel Co., Louisville, Ky. 

*Reg, U.S. Pat. Off. 
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op AK FLOORING 


earns a 
premium price 
in our locality” 


says L. M. Hurley 
Hurley Lumber Company 
Denver, Colorado 


“Texoak Flooring is the fasting selling flooring 
we’ve ever handled in our four years of selling in 
the Denver area,” says Mr. Hurley. “Sales were so 
amazingly high that we decided to ask a few of 
our customers why they preferred Texoak over 
other brands of flooring. Our customers said: 

‘Texoak has eye appeal’ 

“It’s accurately machined’ 

‘Texoak quality is uniformly high’ 

‘Texoak LAYS straight, STAYS straight’ 
“Our yard gets prompt service from Texoak 


_ Flooring Company no matter what our flooring 


needs. Texoak folks know how to make beautiful, 


lasting flooring that earns a premium price in our 


bt Ppp td 
i Me 


locality!” 


___TEXOAK FLOORING 


Texoak tongued and grooved 
flooring sells because of its 
beauty, because it’s precision 
machined, because it lays 
straight, and stays straight. 


__TEXOAK STAIR TREADS 


Lasting, heautiful warp-proof 
Texoak stair treads and risers 
are of top quality Texas oak. 


- Customers will like the rich 


texture of the wood. 


“TEXOAK THRESHOLDS 


Scientifically kiln dried and 
machined to a beautiful fin- 
ish, Texoak thresholds are 
made under the same speci- 
fications as Texoak flooring. 


NEW FREE KIT. 


TO LUMBER 
DEALERS ONLY 


Called the Texoak Flooring Sales 

Maker, this kit contains enough new 

ideas in flooring merchandising to 

DOUBLE your flooring sales — if you 

put the ideas to work. It’s a complete 

dealer advertising program. custom- 

made to help you boost flooring 

profits. It’s absolutely free — to lumber dealers only. No 
obligation. Send for your Sales Maker Kit today! 








\ 


Tee ** ALOORING COMPANY 


CROCKETT, TEXAS 


Rush me your new TEXOAK FLOORING SALES MAKER 
KIT of tested advertising ideas. | am a lumber dealer. 


NAME 





ADDRESS. 
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mers powered by a single spring. 
This one-spring construction pro- 
vides absolute uniformity of ham- 
mer blows for both sides of the 
saw, resulting in accuracy and 
precision of set on the teeth. 

The twin hammers strike in 
opposite directions, so that both 
sides of the saw are set in one run 
through the machine, making the 
setting operation as speedy as it is 
accurate. For instance,- a 26” 
8-point hand saw is set in 32 sec- 
onds! Band saws having 3 to 8 
points per inch are set at speeds 
from 4 to 15 seconds per foot. The 
manufacturer reports such fast 
setting combined with Foley “twin- 


hammer, single-spring” accuracy, 
not only saves the industrial saw 
user much maintenance time but 
also prolongs cutting life of saws 
and increases output. For the cus- 
tom saw filer, it means better 
satisfied customers and the ability 
to handle a larger volume of 
business. 

The Foley Automatic Power 
Setter has simple, quick adjust- 
ments for size of teeth from 4 to 
16 points per inch, for depth of 
set, and for firmly holding saws 
of different thickness between 
anvils. Write Foley Manufacturing 
Co., Dept. AL, 3300 Fifth St., 
N. E., Minneapolis 18, Minn. 





Edges turned and trimmed 
for easier handling, faster work 
and added strength. 
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Smooth edge 


CORNERITE 
STRIPITE 


Send for the new PENMETAL Catalog, the 
most complete publication of its kind in 
the industry. Free, of course. 


STRIPITE 


82nd PENMETAL 
YEAR 


General Sales Offices: 2 


HEMDEDGE ! 


alilotelalelalre] 








Reinforced 
































CORNERITE 


PENN Metat Company, INc. 
¥. 


5 East 42nd Street, New York 1 7, N 
District Sales Offices 


Chicage Detroit 





RED 


Corbin Red Padlocks 


These red padlocks are announced 
by Corbin as a Red Hot Value for 
Hardware Week. The brightly col- 
ored display board comes fre 
with the first order of six or more. 
Displays are printed yellow and 
black, and you can either hang 
them or stand them on your cour- 
ter for quick sales. Cases are solid 
die-cast metal—134” in width; the 
finish is baked-on red enamel. 
Shackles are hardened steel, zinc- 
plated . . . 6 pin tumblers. Corbin 
Red Padlocks are available in one 
size only as an eye-catching model 
for fast turnover. Write Corbin 
Cabinet Lock Division, The Amer'- 
can Hardware Corporation, Dept. 
AL, New Britain, Conn. 





New Side-Shifter 


A new side-shifter mechanism 5 
now available for the forks on 
Erickson Power Lift Trucks. It e& 
ables the operator to shift | is for 
load 314” either to right or lef 
from the normal center position 
a total sideways travel of 7”. Thi 
feature makes it possible 
up a load and stockpile it 
jockeying the lift truck into perfet 
alignment. It saves a great deal ¢ 
time and increases the daily Wo 
output of the lift truck to a sur 
prising extent. The side-sh'fter » 
a rugged hydraulically operate 
unit, available on all new Ericks 





March 24, 1951, AMERICAN LUMBERMAN 






PAC 
NOR 


THO 





Pic 
hic 
Ore 
for 
Pir, 





=, 


Buri 


DIG A HOLE 
TO FALL A TREE? 


Yessir, lumberjacks with shovels. 


Every spring at Pack River our crews dig down through 4 
or 5 feet of snow so they can cut a tree without leaving a 
stump higher than a tall Indian. Our snows leave late out 
here in the high country where the finest western woods 
are cut and sold . . . but Pack River crews keep the logs 
coming to supply your demands. : 


IDAHO WHITE PINE PONDEROSA PINE 
ENGELMANN SPRUCE INLAND RED CEDAR 
FIR AND LARCH 





FRAMES 

CUT STOCK 
MOULDINGS 
CUT-TO-LENGTH 
TRIMS 





4s “ rs: > Saar i 
SOLD THROUGH WHOLESALERS ONLY ty jt rg titi | 


= 2 7% "eel id 1 , 
Bs 4 * OTT? 
ee PACK RIVER SALES COMPANY; 
PACK RIVER LUMBER Co. L te . 
& ps .% : e * >, < i, 


>t an } 
SANDPOINT. IDAHO ~ ee. 

NORTHWEST TIMBER CO. ar aw iy Lip Camel y) 

‘GIBBS, IDAHO es eae ey |! | See ee 


; “ Ca 5 5, it a 4 . ifn’ 4 ip 2.44 
THOMPSON FALLS LUMBER CO. é ey 22 ie ae 
THOMPSON FALLS, MONT. Ry 





Teletype — Sp. 105 Telephone MAdison 0121 P.O. Box 64 








Thoroughly = 
AIR DRIED 


To assure our customers of consistently fine 
Ponderosa Pine products, all lumber at The 
Madera Company is thoroughly dried in 
warm, Southwestern sunshine. With the use 
of moisture meters, as pictured here, con- 
stant checks are made to see that rough 
lumber for manufacturing is dried to a 
moisture content of 12 

to 15%. Then it is man- 

ufactured into finished 

_ lumber, mouldings, and 

other standard patterns 

to fit your exact speci- 

fications and promptly 

shipped. 


W-ite for free 16 page 
Pictorial booklet showing 
hichlights of Madera’s 
operations in the manu- 
focture of Ponderosa 


Pine, 500 East 10th St. El Paso, Texas 
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Red Cedar Closet Lining 
Brown ‘s 


‘NATIONALLY 
ADVERTISED 








100% oil content 


Suggest Cedar Lined 
Closets to Every Home 
Builder. There is 
Nothing Better than 


Only SUPER- 

CEDAR is of 

the same uni- 

form high quali- 

ty standard that 

guarantees every 
ackage to contain 
0% Red Heart or 

better, and 100% oil 

content that produces 

the pleasing aroma. , 


ALL WIDTHS PUT-UP 
40 FT. TO PACKAGE 


More home builders are’ 
specifying cedar lined 

closets today than ever—and 
Brown's SUPERCEDAR is na- 
tionally advertised to thous- 
ands of new home prospects, 
architects and builders. SUPER- 
CEDAR closet lining is surfaced, 
tongue and grooved, ready to put 
on with no waste. Packaged and 
sealed with the Geo. C. Brown label 
and guarantee, famous since 1886. 


Product of 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N. C. ESTABLISHED 1886 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
ut ‘er here 
p ’ 











SEALED, 
PACKAGED 
LABELED 
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500,000 Mail boxes in 
the United States are your part- 
ners in the fight against cancer. 


A contribution addressed to 
“Cancer” in care of your local 
post office will help guard your 
family, yourself.and your com- 
munity. 


Next time you see a mail box, 
“put “er there, partner!” .. . as 
generously as you can. 


AMERICAN CANCER SOCIETY | 


Here is my contribution of $ 
in support of the Cancer Crusade. 


Name 





Address 
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Trucks and also can be added to 
trucks now in service. Erickson 
Power Lift Trucks are made in a 
range of sizes with capacities from 
5,000 to 16,000 lbs. Write Erickson 
Power Lift Trucks, Inc., Dept. 
J-AL, 1401 Marshall N. E., Minne- 
apolis 13, Minn. 


Welchboard 


Welchboard—the one-side, plas- 
tic-faced panel material, can be 
worked with ordinary tools, hand or 
power, and fastens by nailing, 
screwing or gluing. It is real wood 
throughout (the face is a fused 
real wood plastic) and is reported 
to have excellent paintability. Its 
smooth, uniform surface takes a 
long-lasting finish. Shown here is 
one of Welchboard’s recent installa- 
tions; this building is located on the 
Seattle-Tacoma Highway and the 
proprietor is very pleased with the 
job. Welchboard is used for siding 
homes and commercial buildings, 
gable ends, soffits, garage doors, 
architectural treatments .. . for 
counters, cabinets, built-ins, ward- 
robes, furniture, etc. The large, 
light panel sizes are easy to handle 
and cover areas quickly. A special 
folder describes Welchboard as 
weatherproof, waterproof , 
strong, rigid, dimensionally stable, 
split-proof and puncture-proof. For 
copies of this folder write West 
Coast Plywood Company, Dept. AL, 
Aberdeen, Wash. 


"12 Machines in One" 

The Master Woodworkér is de- 
scribed as a complete woodworking 
shop in itself, combining 12 ma- 
chines in one. Standard equipment 
includes motor, jointer with knives, 
crosscut saw, rip saw, rip saw 
gauge, crosscut saw guard, belts, 
pulleys, switch, and wrenches. No 
job is too small, too large or too 
difficult for the “Master,” according 
to the manufacturer. The Mas- 
ter Woodworker is ball-bearing 
throughout. The rip table is wide 





and tilts to allow bevel ripping. It 
is made is five sizes, electrically 
driven. All sizes also adapted for 
gasoline-engine drive. Important 
feature is its overhead radial saw 
which travels easily on ball bear- 
ings on a machined way, self align- 
ing for wear, eliminating clatter, 
vibration and distortion. The saw 
cuts its way through the lumber; 
no binding cuts absolutely square 
both ways. Shown here is some of 
the work done on the Master Wood- 
worker: Stair strings, window 
frames, newel posts, jack rafters, 
molding, panels, stair risers, all 


kinds of grooving, screens, and cab- 
inet work. For descriptive litera- 
ture write The Master Woodworker 


Manufacturing Co., Dept. AL, 409 
E. Fort St., Detroit, Mich. 


New Garbage Disposal Unit 
New garbage disposal unit intro 
duced by Hotpoint, Inc., has sim- 
ple lock ring arrangement so that 
plumber can rotate unit to line up 
with existing plumbing whe he 
makes installation. Company offi- 
cials estimate this will cut cost of 
installing as much as 20 percent. 
Clean styling with all wires con- 
cealed improves appearance for 
store display. The new Disposall 
is about two inches shorter than 
older models, has a capacity of 
two quarts, and fits any 3% to 4 
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This 48-inch old growth McKenzie River Yellow Douglas 
Fir log coming up the chute into the sawmill is pictorial 
testimony that. Rosboro is cutting large old growth logs, 
which every lumberman knows produce the finest upper 
grade lumber, such as flooring, siding, finish, etc. 





For top quality Douglas Fir, order from Rosboro. 


ROSBORO LUMBER CO. 


Springfield, Ore. 





PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 


PROFITABLE FOR YOU 


and your customers, too! 














SISAL-REINFORCED 


SISALKRAFT . .. profitable to SELL, profitable to USE... PROTECTIVE PAPERS 


saves money, time and labor in its many protective uses in con- 
struction and on the farm. Preferred by contractors and farm- 
ers for its strength and dependable protection against weather. FOR MANY CONSTRUCTION and FARM USES 


SISALATION .. . effective insulation and vapor-barrier com- 
bined . . . low in cost, economical to apply . . . a “best seller” 
all year round. 


eres 


For free display posters, folders and sales aids, write Dept. AL3. ~ 


THE SISALKRAFT CO., 205 w. Wacker Dr., Chicago 6, Ill. 
New York 17, N. Y. e San Francisco -5, Calif. 
MANUFACTURERS OF SISALKRAFT, SISALATION, coprek ARMORED SISALKRAFT 
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inch sink opening. It is available 
in two models. The MW-6 can be 
installed in existing sinks or in new 
automatic dishwasher sinks. The 
MWP-6 is designed for use with 
pre-plumbed dishwasher 
The Disposall takes about a minute 
to grind and flush away food waste 
from an average meal. Cost of 
operation is less than 10 cents a 
month. To operate the appliance, 
the housewife sets the sink control 
to the “on” position and turns on 
the cold water. The new Disposalls 
can be used in suburban, rural or 
farm homes with a 500 gallon septic 
tank. Write Hotpoint, Inc., Dept. 
t 5600 W. Taylor St., Chicago 44, 
Ill. 


models. . 


New Improved Sawing Washers 

All of the 40 different grooves 
illustrated may be made with the 
new, improved Warren dado saw- 
ing washers and a standard saw- 
blade on an ordinary circular saw. 








**L3°** Model loads 84 flat wire 
Markwell Staples sizes “*L3A"" : 
(Y4” leg), “L3B" (5/16” leg) and § 
“L3D" (9/16” leg). > 


“LA” Model loads 157 round wire 
Markwell Staples sizes “L4A” 

(y" leg). “LAC” (%” leg) and NN 
*LAD” (4%”" leg). 


Other Markwell Products .. . , 


MITRE CUTTERS, ’ 
SCREEN WIRE STRETCHERS, ‘ 
SASH BAR TACKERS, 
MOULDING TACKERS. 


ORDER NOW FOR IMMEDIATE DELIVERY 
Catalogue on request 





(Ofpidyl 


1. CEILING TILE & PANEL BOARD 
2. BLANKET & BATT INSULATION 


lication costs! © 
Reduce appli a 


<> Approved by Insulation Board 
N) 


MORKUSLL 


Manufacturing Co., Inc. Industrial Products Division 


wt 


Manufacturers in applying Ceiling 
Tile and Panels. The Markwell 
“L3D” (9/16” leg) Staple is driven 
flush into the nailing tongue of the 
tile. The Markwell gun type tacker 
eliminates damaged edges oni tile. 


Trigger action drives 
staples flush into rafters, 
joists and studs. A gun 
type Insulation Tacker 
eliminates danger of punc- 
turing paper backing on 
batts and blankets. Use 
“L3D” Staple in putting 
up Backer Boards, 


200 Hudson St., New York 13 








MANUFACTURERS OF 


RED CEDAR SIDING 
AND 
SHINGLES 


The brand to rely on 
for quality. 


Distributed through the wholesale 
trade exclusively. 





lavelle Ltd. 


PORT MOODY, B. C., CANADA 


The 40 different widths are ae. 
curately dialed with micromatic aq- 
justment and may be duplicated at 
any time by resetting to the same 
dial number. Cuts may be mace at 
any angle with no vibration, end- 
ing or warping of the blade. Since 
they can be left on the blad» fo; 
straight cuts, Warren Washe:s are 
said to strengthen the blade, re 
duce normal blade vibration. \Var. 
ren Washers are available in four 
different sizes—14’’, 52”, 34”, 1” 
to fit all popular saw arbors. 

The introduction of the new 
washers is being promoted by ex. 
tensive consumer advertising, wall 
or window banners and counter 
cards displaying an actual wood 
block with the 40 different grooves 
made by Warren Dado Sawing 
Washers. Write Warren Dado Saw- 
ing Washers Co., Dept. AL-323, 70 
Medbury, Detroit 2, Mich. 


Portable Electric Hammer 


A portable electric hammer of 
simplified design with only one 
working part has been announced 
by Skilsaw, Inc. The new Model 
437 incorporates a specially de 
signed power unit consisting of two 
alternately energized magneti¢ 
coils, eliminating gears, cranks and 
connecting rods. Striking 3,600 
blows a minute, the Skil Electrit 
Hammer will handle the toughest 
jobs—drilling and channeling ™ 
concrete; vibrating concrete f:rms; 
chipping, scaling and cleaning of 
many materials. An exclusiv:, pat: 
ented, contour grip handle snakes 
the tool easy to hold and operate 
during long use. The 11%” ham- 
mer has an operating range «f %4” 
to 144” diameter star drill; and 
extreme operating limits of °: 
14%” diameter star drills. 
16%,” long and weighs 2‘) lbs. 
Write Skilsaw, Inc., Dept. Al, 5033 
Elston Ave., Chicago 30, IIl. 
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t Genuine 

le Aromatics 

: Red Cedar 

i" Closet Lining 

or 

re 

e Solid Red Cypress Panelling 

r- Solid che ges Mahogany Panelling 

ar Kiln Dried Yellow Pine Shed Stock 

Ww Pee Save tb Solid White Ash 

. A HEL VATS Panelling 

all : : 4 } 
er ‘\ yi: \ 4 Satin-finish smooth, with the 
od \\AN ER AV. shadowy Ash grain highlights 
es WM: |. Saacd ce prized by all wood lovers. Su- 
ag iE: ee careanss ta perbly manufactured. %” thick, 
4 Ye ERE 3%”, 5%” & 714” widths, tongued 
7() V4) Vey: “4 R : and grooved, V-joint. Double 





ploughed on back to prevent cup- 
ping. Paper wrapped and securely 
taped. Ideal for use wherever 
wood panelling of character is 
| desired. See this fine Ash panel- 
ling. Write for sample today. 








Robert 0. Foerster Lumber Co., Inc. 


P.O. Box 6012 Jacksonville, Florida 
Phone 2-3642 


TRIPLE the SALES 


with TRIPLE the CUTS! 


ANNOUNCING 


NOT ONE—NOT 12-—BUT 
40 DIFFERENT CUTS! 


ALAA A UR EREREUETEEES 


DADO SAWING WASHERS 


New improved Warren Washers open a broader market for 
you in Rt Be ready for new sales, replacement sales— 
easier sales! 


GOOD PROFITS FOR YOU! 


No increase in pend Warren Washers still retail at popu- 
lar price of $4.95 per set, with no cut in dealer margin! 


NATIONALLY ADVERTISED — UNIVERSALLY ACCEPTED! 


Craftsmen praise them for making smooth dados, quickly and easily with 
regular saw blade. National advertising reaches 16 million people— 
makes Warren Washers a name they remember! 


SEND TODAY FOR TRIAL OFFER! 


Send for just 6 sets at your dealer’s discount of 331/%-—receive absolutely 
free colorful working counter display and descriptive selling literature! 





WARREN DADO SAWING WASHERS CO. 


DEPT. 323, 70 MEDBURY, DETROIT 2, MICH. 





SLURS omy ter:© THE LOWEST PRICED 
PLANER 
THAT’S REALLY PRACTICAL 


For the small shop, mill or lumber yard that desires to keep equip- 

ment costs to the lowest practical minimum, the BUSS No. 208 is 

the perfect answer! It will handle everything within its 20" x8" 
—— capacity with speed and accuracy. It has a heavy cast iron base, 

sectional infeed-roll, sectional 

chipbreaker, 4 driven rolls, built-in 

knife grinding-jointing attachment, 





of fully enclosed motors and many 
one other desirable features. Available 
ced in various feed rates, Write for 
del details, 

de- 

two 

tic 

and 


The BUSS line 


1es! contains the ideal 
; Planer for every pro- 
duction set-up — 


ms; sinaile and double 
of Cabinet surfacers in 
pat: Various capacities and 
‘kes the No. 55 Double 
surface Roughing 
rate Planer. Bulletins on 
am- request, 
34 


>LANER 
oto MR pSPECIALISTS 


is fa Uae 
033 MACHINE WORKS 
232 EIGHTH ST., HOLLAND, 
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CONNOR 


“LAYTITE” 


Maple and Birch Flooring 


in Cartons 
(or reqular lengths in bundles) 


Something new in 
modern flooring 


M. F. M. A. SPECIFICATIONS 


Forest Products Since 1872 




















NAMES IN THE NEWS 





3 


NAHB Display of the Upson Company 

Thousands of builders, contractors and architects showed tremendous interest 
in Upson Strong-Bilt, Waterproofed, full-wall panels when they visited the 
unique display arranged by The Upson Company of Lockport, N. Y. for the 
National Association of Home Builders Convention and Exhibit in January at 
the Stevens Hotel, Chicago. A standard 20-foot panel was foreshortened because 
of space limitations and was curved to show the flexibility of the material. The 
Upson booth was designed and built by Products Presentation, Inc., Cincinnati, 
under supervision of James J. Upson, administrative vice-president, shown right 
center. Other company executives from Lockport attending the NAHB Con- 
vention were Harry R. Shedd, vice-president and director of sales; Averill E. 
Calver, director of advertising and public relations; and R. George Morgan, 
supervisor of sales. 


Dealers View New Sloane-Blabon Patterns 

First hand information about new Sloane-Blabon basketweave, felt base patterns 
for 1951 is given by Robert A. Tobias (left), the company’s general sales man- 
ager, at the New York Floor Coverings Market. Among the hundreds of out-of- 
town dealers who visited the Sloane-Blabon showroom in New York to view 
the company’s new floor coverings for 1951 are: John Walker (center), of the 
Faller Furniture Company in Wilkinsburg, Pa., and Frank C. Hepler of the same 
company in Turtle Creek, Pa. 


Sloane-Blabon to Launch 
Big Spring Ad Campaign 

A new national consumer advertis- 
ing campaign will be launched this 
spring by the Sloane-Blabon Corpora- 
tion, manufacturers of smooth sur- 
face floor coverings, to promote its 
line of Texfloor linoleum, Evelyn 
Barry, advertising manager, an- 
nounced. The drive will also mark the 
debut of the company as a newspaper 
advertiser with a special test cam- 
paign in Sunday magazine sections in 
key markets. 

Spearheading the magazine cam- 


64 


paign will be the appearance of full- 
page, four-color insertions in the 
Ladies’ Home Journal, Better Homes 
& Gardens, and the Country Gentle- 
man magazines, during April, May 
and June. 

Magazine advertising will empha- 
size the low-cost luxury of the com- 
pany’s Texfloor linoleum that features 
a soft textured look, while dominant 
photographs will graphically portray 
how the color-coordinated floor cover- 
ings complement kitchen and dining 
area decorating schemes. A coupon 
will offer “Design-A-Floor” kits that 
show homemakers how to plan tile 


floors of their own creation. 

For the first time since becoming 
a major advertiser, Sloane-Blabon wil] 
use gravure pages in 24 Sunday mag- 
azine sections of metropolitan nuws- 
papers that have a circulation in 
excess of 13,000,000. 

Full-page, four-color insertions wil] 
be run in April and May. Copy, based 
on a “home beauty show theme,” wil] 
also feature the company’s Textloor 
linoleum, and, in addition, Texfloor 
tile. Copy emphasis for the newsypa- 
per series will be placed on beauty, 
room-to-room color coordination, long- 
wearing qualities, and the low cost 
of the product. Photographs of color- 
ful kitchens will illustrate the inser- 
tions. On pages directly opposite the 
color copy, a separate black and white 
insertion will list Sloane-Blabon deal- 
ers in local markets who carry the 
Texfloor line. 

Advertising mats keyed to the com- 
pany’s “home beauty show” theme 
will be available to dealers for local 
tie-in in the same issues of newspa- 
pers that carry Sloane-Blabon’s color 
insertions. 

In addition, dealer helps that in- 
clude “home beauty show” banners, 
wall charts and window display ma- 
terial, Texfloor and Marbletone tile 
display panels, consumer folders, 
radio announcements and glossy prints 
of national magazine kitchen illustra- 
tions will be available for dealers’ use. 


Eastern Hardware Wholesalers 


First Show 


More than 174 registered hardware, 
lumber and locksmith dealers from 
12 eastern states attended the Mer- 
chandise Fair at the Commodore 
Hotel, February 24 and 25 staged by 
the Whitlock Corporation, 17 Warren 
St.. New York City. Fifty leading 
hardware manufacturers. displayed 
their products. The entire Fair was 
directed at the independent dealer to 
cement closer relationship through 
better understanding between the 
manufacturers, Whitlock wholesaling 
firm, and the dealers. Each exhibit 
was attended by factory representa- 
tives to help the dealers with their 
individual problems and give first 
hand information on their products. A 
buffet supper was served Saturday 
night after the show to the exhibitors 
and their families, in appreciation of 
their efforts. Speakers were: H. 
Lasky—president of Whitlock Cor- 
poration; Henry R. Stein—vice-pres. 
in charge of sales of Whitlock Cor- 
poration; W. Heyward Smith—vice- 
pres. and sales mgr. of Slaymaker 
Lock Co.; Milton Enzer—director of 
public relations of The Yale & Towne 
Mfg. Co.; Larry Myers—manage" of 
Ilco-Lockwood Mfg. Door Check '''v.; 
Jack Pasternack — Emcee; W. G. 
Earnest—sales manager of Whi lock, 
Corporation. 

Large numbers of retailers bre ght 
their entire families for the wee! -end 
visit and wives and children s/ \red 
in trade discussions with exhib. ors. 
Special entertainment features vere 
provided for the children during ser- 
lous business discussion hours. 

In a program of trade tvpics, 
speakers told hardware men_ that 
there will be adequate substi utes 
during the year for many items which 
can no longer be made of matcvials 
essential to the war effort. 
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Linwood Siding pre- 
sents attractive 
shadow line plus 
combed design. 


Yeu! LINWOOD SIDING* 


Saves 2/3 installation time! 
PRE-FABRICATED & DECORATIVE * 


Pere ttn patel: 


. Pre-fabricated panels—ready to put up. Weather 
proofed to prevent decay, swelling, shrinking and 
termites. 

2. Attractive vertical-line combed design. 

3. Splines lock joint and permit concealed nailing. 
Tongue and groove panel edges. 

4. Large size panels cut installation time to | /3! Sizes: 
32" x 10" and 32" x 14". Cardboard packaged. 


LINWOOD SIDING AVAILABLE NOW. 
Write for folder, prices and installation hints — today. 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Ave. Chicago 22, Ill. 
ARmitage 6-7100 Teletype: CG305 
BRANCH WAREHOUSES: Grand Rapids, Rockford, Indianapolis. 
SALES OFFICES: Detroit; Milwaukee and Green Bay, Wis.; Minneapolis; 
Richmond, Va.; Springfield, Ill.; Marion and West Lafayette, Ind. 

*U. S. Patent No. 2276170 SEE PHONE BOOK 


PACKAGED 



























OAK - BEECH 
ASH - PECAN 


In straight or mixed cars with air 
dried Yellow Pine Boards and Dimen- 
sion. Excellent manufacture, and 
service. 


For prompt attention on your needs 
phone or write 


f 


Miller & Company, Ine 


Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones - sckson 23761 








Corbin Concludes Fifth Annual 


. 
Hardware Training School 

E. V. Pomeroy, vice-president of 
The American Hardware Corporation 
in New Britain, Conn., reports the 
P. & F. Corbin Division ended its 
fifth builders’ hardware training 
school on February 2. The training 
sessions, which covered a period of 
two weeks, were attended by 17 cus- 
tomer representatives from 14 states 
and three company sales trainees. 

The school, sponsored by the P. & 
F. Corbin Division, is under the direc- 
tion of H. E. Medbery, southern sales 
representative from Charlotte, N. C. 
assisted by H. B. Kent, the firm’s 
contract sales manager. Members of 
the sales and manufacturing execu- 
tive staffs make up the lecturing 
faculty. 

During this intensive two weeks 
training period, which runs_ seven 
hours a day and five and one-half 
days a week, every effort is made to 
cover as many and much of the tech- 
nical ramifications of hardware as 
time will allow. 

Those attending this year were: 
Bruce Boyle, United Hardware Co., Ti- 
tusville, Pa.; Raymond Donohoe, Barber 
& Ross, Washington, D. C.; Cliff Ed- 
wards, Jr., C. H. Edwards Hardware 
Co., Greenville, N. C.; Robert Fickett, 
King & Dexter, Portland, Me.; Jack 
Goddy, State Hardware Co., Miami, Fla.; 
Dean R. Haase, Macdean’s, North Platte, 
Neb.; Calvin Hobel, Weed & Co., Buf- 
falo, N. Y.; Arden Huff, Woodbury 
Hardware Co., Portland, Ore.; Edward 
Korzenowski, Warner Hardware Co., 
Minneapolis, Minn.; Frank Kreiger, J. 
M. Warren Co., Troy, N. Y.; Irving Lib- 
rett, Charles Librett Co., New Rochelle, 
N. Y.; Wilbur Lutz, Muehlig & Lanphear 
Co., Ann Arbor, Mich.; W. Miller, 
Building Supplies Co., Norfolk, Va.; 
Joseph Nash, Lloyd H. Daub Uo., Nor- 
ristown, Pa.; Charles Niemi, Quality 
Hardware Co., Marquette, Mich.; Henry 
Perron, T. J. Scanlon Hardware Co., 
Lawrence, Mass.; Drew Willingham, 
Buckelew Hardware Co., Shreveport, 
La.; Harris Parsons, Edward Vaznelis 


and R. Zelinka, P. & F. Corbin, New 
Britain, Conn. 


In the five schools, the first of 
which was held in 1947, a total of 92 
“students” have attended these Cor- 
bin courses. These men have come 
from 25 different U. S. states and 
Guatamala, C. A.; Columbia, S. A.; 
Honolulu, H. I.; Mexico City and 
Manila, P. I. 


Johns-Manville Executives 


Elected to New Offices 


Leslie M. Cassidy was elected chair- 
man of the board and chief executive 
officer of Johns-Manville Corporation 
and Adrain R. Fisher was appointed 
president of the corporation at a 
special meeting of the board of di- 
rectors held March 2, 1951. Mr. 
Cassidy succeeds to the post left 
vacant by the death on February 26, 
1951, of Lewis H. Brown who had 
been chief executive officer of Johns- 
Manville Corporation since 1929, first 
as president and, from 1946, as chair- 
man of the board. Mr. Fisher suc- 
ceeds Mr. Cassidy, who became presi- 
dent of Johns-Manville Corporation 
on the retirement of R. W. Lea on 
January 31, 1951. 

Clifford F. Rassweiler, vice-presi- 
dent for research and development, 
who was elected vice-chairman of the 
board and a director on January 31, 
1951, continues in those duties and 
in addition will continue to have full 
responsibility for organization and 
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direction of the company’s new plan- 
ning board, and will serve as assistant 
and alternate to the chairman. 

The board also adopted a resolution 
memorializing the services of Mr. 
Brown to the corporation: 

... We pay tribute to the memory 
of this farsighted leader who guided 
Johns-Manville through the most 
important years of growth and 
achievement in the history of our 
93-year old company. 


KIMBERLY CLARK CORPORMTION 


cia 
thie KIMBERLY- Cl 


Kimsul Booth 


INSULATION 


Through his knowledge, sinccrity, 
understanding, initiative and courage, 
Lewis H. Brown became a symbol of 
progressive business managemeni de- 
voted to the common good. The Creed 
of Management which he developed 
sets forth the principles of modern 
enlightened capitalism in the com- 
mon struggle for social justice and 
the welfare of the people. Johns- 
Manville today is a monument to his 
inspiring leadership .. . 


Pate 


RATION NEENAH. 


BUILDING 
UL propuctTs 


DIVISION 


bias al WISCONSIN 
ARK CORPO 


: RIRATORS 


Kimberly-Clark’s booth at the Northwestern Retail Lumbermens Association 
Convention held in the Minneapolis (Minn.) Auditorium, January 16-18. Man in 
charge of the Kimsul booth—Tom Keller. From left to right: the new President 
of the Northwestern Retail Lumbermens Association, ‘Clem Knecht, who also is 
president of Knecht Brothers Lumber Co., Rapid City, S, D.; Everett Culhavey, 
salesman for Knecht Lumber Co.; E. C. Burch and R. J. Piltz of Kimberly-Clark 


Corporation, Neenah, Wis. 


Masonite Exhibit 


Emphasizing the exterior application of Masonite Tempered Presdwood, t! 1951 
convention exhibit of Masonite Corporation also calls attention to interio: uses. 


The simulated residential front has a lap siding of Tempered Presdwood. 





tel 


ea 


8 SoM 
‘Sieas x 


es 
beh 


ay 


-anels 


at either side of the display depict various interior applications. 
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Time to plan OUTDOOR 
FIREPLACE SALES 


Your customers—way out ahead of you—have been 
thinking of barbecue projects all winter. . . Three things 
for you to bear in mind—I—Nothing will bring cus- 
tomers into your display room with any more speed 
and enthusiasm than a well planned barbecue display. 
2—Sales of Donley Outdoor Fireplace parts involve 
sales of mason materials in larger quantities. 3—Your 
best outdoor fireplace salesman will be a copy of 
Donley Outdoor Fireplaces in the hands of your pros- 
pect. Twenty-four full sized pages, many pictures and 
diagrams with full explanations. Price to the public 
25 cents. Arrange for a supply. 


THE DONLEY BROTHERS CO. 


13928 Miles Avenue Cleveland 5, Ohio 





Field Representative 


BUILDING INDUSTRY 


If your background is applicable to 
promotional work among retail lumber 
dealers, architects, builders and con- 
tractors, we have openings for three field 
representatives of a woodwork industry 
trade association in Ohio and surround- 
ing territory, Southeastern States and 
Southwestern States. Automobile and 
extensive travel required. Salary and 
Write Box No. K-41, Ameri- 


expenses. 


can Lumberman, Inc. 
















Mount Vernon Brand is unex- 
celled for quality — precision 
manufactured from select South- 
ern Hardwood stock in our own 
modern flooring plant. 


OAK 
@ 
BEECH 


* 
Also kiln dried 
hardwoods. Mod- 
ern kiln ong and 
planing mill facili- 
ties. 
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Mobile River Saw Mill Co., Inc. 
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MT. VERNON, ALABAMA 
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ALL COPPER 
LANTERNS 


Simplify your inventory, 
and ordering with a com- 
plete line of all Copper 
Lanterns and Aluminum 
Lamp Posts from one 


oa The Newport 
verall Height 24° 
Square 13" 
Ship. Wgt. 14 Ibs. 
The Mayfair 
verall Height 20" 
Square 1044" 
Ship. Wg?. 10 Ibs. 
%2 The Hampshire 
all Height 17" 


Square 9" 
Ship. Wot. 8 Ibs. 
























source. 


ALP-2 


Rust Proof Permanent 


Use with 
any make 
antern 


ai aaltsvat-te 
with 


adapters 
Sly 334, 





POSTS 

ALP-], (Adjustable), 814 

feet, Base Dia. 5", Top 

Dia. 4", Ship. Wot. 17 Ibs. 
P-2, (Adjustable), 814 

eet, Base Dia. 4", Top 

Dia. 3", Ship. Wot. 11 Ibs. 


peg. 974 Knot Nace Die. 
3", Top Dia. 3", Ship. 
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Wot. 9 Ibs. 


Send for a catalog and price list 


Sinai Bridge 


NEW BRITAIN, Ty 
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Lewis H. Brown, Far-Sighted 
Leader of Johns-Manville, Dies 


The sudden 
death of Lewis H. 
Brown, Chairman 
of Johns-Man- 
ville has shocked 
the building in- 
dustry andall 
who knew him. 
He was stricken 
at 57 in the prime 
of life—a com- 
paratively young 
man on the 
threshhold of 
even greater 
service to the in- 
dustry and his 
country. 
Lewis H. Brown 
exemplified the 
business _ states- 
man, the execu- 
tive who found 
time and energy 
to wholeheartedly enter into the com- 
plex problems of community, state 
and nation that needed the counsel 
of an enlightened leader. 


Coming to the Presidency of Johns- 
Manville at 35—one of the youngest 
men ever to fill such an important 
post—he was soon faced with the 
great depression. His merchandising 
experience at Montgomery Ward gave 
him the background to enthusiasti- 
cally energize such advanced pro- 
grams in the building industry as 
creative consumer selling, “package” 
merchandising, dealer manpower 


training and integration of manu- 
facturer-wholesaler-dealer sales strat- 
egies and tactics. The company’s sales 
and profit curve has continuously 
risen under his advanced policies. 

During World War II he did in- 
valuable work in the Ordinance De- 
partment and his research in Europe 
after the peace provided the back- 
ground for much of the improved con- 
ditions of the free countries since 
that time. 

He was currently shouldering vital 
problems connected with the defense 
effort when his heart gave out. Un- 
doubtedly these increased burdens 
had a bearing on his collapse. He was 
a true citizen-soldier who might be 
said to have died for his country. The 
nation has lost a great statesman, 
the industry an aggressive leader, the 
building industrialists a loyal friend, 
and his associates over the years will 
sorely miss him.—A. A. H. 


President of Curtis Companies 
Dies in Hawaii 
Eugene Judson 
Curtis, 66, presi- 
dent of Curtis 
Companies Incor- 
porated, Clinton, 
Iowa, who died 
February 28 in 
Honolulu, Hawaii, 
where he and 
Mrs. Curtis had 
just arrived for a 
vacation. They 
sailed for Hawaii 
February 22 and Mr. Curtiss was in 
excellent health upon leaving, but 


was ill when the boat docked at Hono. 
lulu. Death was attributed to an ab. 
dominal hemorrhage. 

Gene Curtis, as he was known by 
his many friends and associatcs jn 
the lumber and building industry 
throughout the country, was born in 
Clinton, Iowa. His father was one 
of the founders of Curtis Comp:nies 
Incorporated, originally established in 
1866. Mr. Curtis was graduated trom 
Yale University in 1909 and grew up 
in the lumber business. He was ictive 
in the lumber and woodwork industry 
during his entire business life. He 
joined the Curtis organization in 1909 
and served the business in many ¢a- 
pacities. He was executive vice- 
president and director from 1921 to 
1947, when he succeeded his brother, 
George Lewis Curtis, as president of 
Curtis Companies Incorporated. 

Mr. E. J. Curtis was Director of 
the National Woodwork Manufac- 
turers Association; Chairman of the 
Board and Director of McCloud River 
Railroad Company, McCloud, Calif; 
Director and Secretary of Bald Moun- 
tain Mining Company of near Lead, 
S. D.; and Director of the Employers 
Mutuals Insurance Company at Wav- 
sau, Wis. He was past Director of 
the National Association of Manufac- 
turers, and was one of the original 
founders of Ponderosa Pine Wood- 
work and a Director of that organiza- 
tion for 10 years and President for 
two terms. At the time of his death 
he was a member of the millwork 
advisory committee, forest products 
division, of the National Production 
Authority. 
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FLUSH DOOR 


(ALL-WOOD THROUGHOUT) 


_ If you are a building material dealer, it will be | ; 2nd 


Diamond Hard is a brand of flooring 
that has been known for quality for 
over 35 years from Maine to Calif. 
Second and Third grade Diamond Hard 
flooring is durable, economical—ideal 
for the low cost housing market. 


Diamond Hard 


MAPLE FLOORING 


We are in a position to make good delivery or several 
sizes of industrial flooring. 


Write, wire or phone us today for full information. 


J. W. WELLS LUMBER CO. 


MENOMINEE, MICHIGAN 


definitely to your advantage to investigate the 
sales possibilities of the THOMASON Flush Door — 


your territory. a) 
Ae WRITE TODAY FOR NAME OF 
‘YOUR NEAREST DISTRIBUTOR = 


and 3rd 
Grade 





PLYWOOD CORPORATION 


FAYETTEVILLE « NORTH CAROLINA 
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D. M. MeCuntocx Lumper Co. 


Terminal Sales Building, 
PORTLAND 5, OREGON 


Telephone: Atwater 9355 


Douglas Fir @ Red Cedar 
Sitka Spruce & Hemlock Lumber 
Shingles 


Exclusive Mill Agents 








BURNER with 
CONE GRATE 


* Burns 25% More 
* With 75% less smoke and 
cinders. Fool proof 
We Also Build 


BOILERS — 5 TO 1200 H.P. 
TANKS and STACKS 











STRUCTURAL STEEL 
FABRICATORS 


MERS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEATTLE, WASH. 
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THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 


Ne er 


Rainelle, W. Va. 











AUTOMATIC 


TANNEWITZ ote: 


for Swing Saws 


SAVES 


$30 to $50 A MONTH 
IN LUMBER AND LABOR 


30 Days Free Trial 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND ! 
MICH 

































Northern White Pine 
Norway Pine | 


RAINY LAKE LUMBER CO. Ltd. im 


Seles Office 
2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. " 
Selling the Products ef J. A. Mathieu, Ltd., Rainy Lake, Onf. i 


The Job at Hand... | 


Lumber To Back Up Our Fighting Men Is } 
The First Order Of Business At Our Mills 
| 





Much of our current production is mov- 
ing out on Government requisitions. 


Until our United Nations job is finished , 
we will divide the balance of our pro- } 
duction among our regular customers 
who are doing essential civilian work. 










THERE IS NO LET DOWN IN 
OUR QUALITY-PRECISION 
MANUFACTURE AND KILN 
DRYING 


The Ralph w 


Lumber Compeny 


ANDERSON, CALIFORNIA 


Mills: Anderson and Canby, Californio 
Sales Office: Anderson, California 
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TODAY'S BUILDING NEWS aa. 


U. S. G. Exhibit at Recent NAHB Conference 


United States Gypsum Company’s 
exhibit at the National Association 
of Home Builders conference held in 
Chicago during mid-January. The 
panel at left shows the sliding doors 
open revealing 3-dimensional diorama 
on construction of Sheetrock gypsum 
board interior wall unit. Simultane- 
ously on screen (far left) two photo 
transparencies have come into view 
featuring application of this unit. 
The news ticker tape is discernible 
across the top of the right hand por- 
tion of the entire panel. All of U. S. 
Gypsum’s home building and modern- 
izing products and systems were dis- 





played either in this manner, or in 
cross section on stationary panels at 
right. 


Intercoastal Lumber Distribu- 
tors’ Eighteenth Annual Meeting 


The Intercoastal Lumber Distribu- 
tors Association held its Eighteenth 
Annual Meeting the latter part of 
January at the National Republican 
Club in New York City. The business 
session was conducted by Chairman 
F. S. MeNally who also gave a very 
comprehensive report of the organi- 


zation’s activities during the »ast 
year. Chairman of the Transp rta- 
tion Committee, H. Buckley, tol: the 
meeting that the I. C. C. had not 
suspended the $27.50 intercoasta! rate 
on lumber, and since the Price Rev tla- 
tion issued January 26 does not apply 
to carriers or to public utilities. the 
$27.50 rate is now effective. 

There was a discussion of two _ itu- 
ations which concern many in:ter- 
coastal distributors, namely: 1) S vort- 
ages developing on Metropolitan 
docks; 2) Insurance on lumber left 
by buyers on docks after expiration 
of free time. A committee was ap- 
pointed to report on this later. 

Speakers were Frank W. Lovejoy, 
National Sales Executive, Socony 
Vacuum Oil Co., who discussed the 
importance of maintaining good sales 
organizations; and Dr. Harley L. 
Lutz, professor emeritus of public fi- 
nance, Princeton University, whose 
subject was “Pay as We Go Means 
Increased Taxes.” 


Atlantic Promotes Curtiss 


Thomas J. McHugh, president of 
The Atlantic Lumber Co., Boston, 
Mass. announces that at the annual 
meeting of the directors held on 
March 6, Charles M. Curtiss was 
elected a vice-president. Mr. Curtiss 
joined the Atlantic organization at 
Buffalo, N. Y., 21 years ago and will 
now have the management of the 
company’s. Buffalo yard and_ the 
supervision of Midwestern sales under 
his direction. 





















AVOID ERRORS and SPEED-uP 
LUMBER CALCULATIONS with the 


«Lumber Caleulator - 


55 page book of tables with accurate lumber calcula- 
tions—from 1 x 4” to 8 x 8” including 5/4 and 6/4 
widths up to 22 feet newly revised in handy 4” x 614” 
pocket size. You can determine exact board feet in 
any number of pieces with this quick, easy-to-use cross- 
reference calculator. Only $1.00 per single copy. Quan- 
tity lot prices (imprinted with your name) on request. 


HILL PRINTING COMPANY 
P. ©. Box 151-B 





El Paso, Texas 














WEL-BILT FOLD-A-WAY 
ST 


@ SAVES SPACE e@ IDEAL FOR SMALL HOMES 
@ ADDS EXTRA ROOM AT SMALL COST 

Every home should have a WEL-BILT STAIRWAY. 
Wasted attic space can be easily converted into 


valuable storage space, extra bedroom or playroom 
for the children. 


Wel-Bilt Stairways come assembled. THEY ARE easy 
to install at little expense and easy to operate. 











SOLD BY LEADING DISTRIBUTORS 
FROM COAST TO COAST 


Manufactured by 


THE WEL-BILT PRODUCTS CO. 


P. O. Box No. 95 Memphis, Tennessee 




























K+} YOU CAN SAVE your ad- 
— _2% |_| vertising dollars by using 
> - : “Timber-r-r" cartoons in your 
own newspaper ads. These 
cartoons were prepared 
especially for Lumber Yard 
advertising. Mats of 104 car- 
toons in both | and 2 column 
sizes now ready. Write to 


LIL-AD FEATURES, 


RFD 3, Santa Ana, Calif. 





























RENO-KUKACHKA 
WOOD IDENTIFICATION CHART 


For the first time a simple and easy to understand 24-).ge 
commercial hardwood identification chart is available for 
both the expert and beginner. This chart places sim ‘lar 
woods and their features side by side and plainly points 
out differences which separate one from another. 










Covers 28 most important hardwoods — makes visual wood 
identification accurate and easy with just the naked eye 
and a hand lens. A simple, workable, one-source refer: nce 
for only $1.00. Copies will be mailed approximately ‘‘cto- 
ber Ist. Send your order to: 










Vance Publishing Corporation 
139 N. Clark St., Chicago 2, Illinois 
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GILLIES BROS. & CO. Ltd. 


@ New 6-ft. band 


BRAESIDE, ONTARIO, CANADA a aoe 
aah WHITE PINE STROBUS) EQUIPPED © New planing 


Also some Norway and Spruce THAN EVER 


AlR-SEASONED “— WATER-CURED 
Rough or Dressed 


eantatt sins ho Bry Sheet Sher, ROGUE LUMBER SALES COQ. 


@ New dry kilns 










1, 2, 3, 4 Com. 4/4 to 8/4, 3”&wider x 13/71”. P.O. Box 707, Medford, Oregon 
Sawmills — Braeside and Temagami, Ontario Phone: Central Point, Oregon 1091 
1842 Member N-A. W.L.A. ; 1951 














WEST COAST WOODS 
* ELIMINATE SPLIT SIDING Shipping over 5,000,000 feet per month of Pon- 
By Using Kokomo Korners derosa Pine, Sugar Pine, Douglas Fir, and White 
Fir from the recently completed 
Corners for bevel wood siding 


made of aluminum—can't rust, rot vad manufacturing plant of our 


or = - ge ae as subsidiary, Southern Oregon 
to eliminate splitting of siding. . . 

Two small nails are furnished with Planing Mill Co., Inc. 
each corner and holes provided to 
fasten bottom by nailing through 





















Exclusive Sales Agents for 


base of corner into lower edge of Southern Oregon Planing Mill Co., Inc. 
— board. Top nails are con- and 
a sg" 8" wel ge Jackson Creek Lumber Company, Inc. 


siding. 


Standard Yard Items } 


Reputable Sales Representation Throughout the Nation 
BUGHER MANUFACTURING CO. ; 
211 South Main Street, Kokomo, Ind. > ee a, ae 


OZARK 


1927 == BRAND -= /95! 
OAK FLOORING 














American poupie swive: Load Binder - 


THE ORIGINAL ALL STEEL 
fer OBER tae (Goodyear Pattern) 
Hole load firm- 


S ly. Strongest . 
forged steel 
throughout . ve 
Y easiest to use 
to +. + most prace 
tical and effece 
uy “* Three 

















GENSED 








Write for 

| | secs 
Your customers are assured 

a ~ 
the = Rae 6E Sagging Tele aad apeanees Se Gast om lifetime satisfaction with Ozark 
Write for Catalog . Brand Oak Flooring. It is pro- 
AMERICAN LOGGING TOOL co duced from fine quality Mis- 
o 

°) Evart, Mich souri altitude-grown Oak Stock 
ue : a which has been properly sea- 





soned in Moore Cross-Circula- 
tion Kilns. It is accurately 
milled on modern machines. 
It is expertly graded in ac- 
cordance with NOFMA grad- 
ing rules. 





YOUR COMPLETE NEEDS 
IN SAWMILL MACHINERY 


“ay Mill carriages . . . edgers . . . Portable Mills 
















ge .. Log stop and Loader . . . Shotgun steam feeds r 

or ry a shipment and see for 
- ‘ . Automatic feed table for planing mills. Write ccutillt ts. tee ante a 
its or ‘catalog and ‘Power House’. ae ae Aland 

od J 

ye i r ¢ rs 

ce gga V7 





ESP she ‘ THE OZARK OAK FLOORING CO. 
J]. OE = MISSOURL 








Buitpinc Propucrs MERCHANDISER 


. 
My 


AN O 


Classified 
Advertising 


HELP WANTED 


MILLWORK ESTIMATOR—large millwork firm 
needs experienced, capable man to make 
take off from plans, lists for shipping. and 
details to shop. Must be accurate, steady 
and sober. Write fully stating age, experi- 
ence and salary required. Post Office Box 
5909, Washington 14, D. C. 




















Wanted, Auditor for group of retail lumber 
ards, some inside; some outside work. Pre- 
er a man 35 years old or older. A slight 
disability. no handicap. Salary. expense. and 
transportation opened. Give qualifications 
and availability in first letter. Address Box 
J-41. American Lumberman. Inc. 





RETAIL YARD MANAGER 
Knowledge of all building materials and con- 
struction. Small town in Central Western 
Indiana. Excellent opportunity—progressive 
organization. Percentage wit guarantee. 
Address Box J-39, American Lumberman, Inc. 





Wanted—Young Man for assistant manager of 
lumber yard in small town in central Illinois. 
Prefer young veteran who has had some ex- 
perience in retail lumber yard. There is, a 
chance for advancement as this is a line 
yard. Address Box K-54, American Lumber- 
man, Inc. 





Wanted: Energetic, capable man for sales 
position in retail lumber and building mate- 
rial yard in northern Indiana town of 15,000. 
Excellent opportunity. Address Box K-55, 
American Lumberman, Inc. 


LUMBERMAN,. EXPERIENCED, for sales work 
in Chicago District. Excellent opportunity 
for capable man. Good salary. Permanent 
osition. Address Box K-40, American Lum- 
erman, Inc. 








Counter man, some estimating and check-up 
work. Must have knowledge of building ma- 
terials. State age and salary and when 
available. Address Box K-42, American Lum- 
berman, Inc. 





Wanted—Commission Salesman who is now 
calling on Furniture Manufacturers, to sell 
amazing products for drawer coating and 
lubricants to prevent moisture absorption. 
Give age, present connections, territory now 
working and reference. Address Box K-43, 
American Lumberman, Inc. 





Longleaf mill, located in South Georgia re- 
quires services of an experienced man to 
handle sales. Contacts and knowledge of 
lumber trade in East desirable, as freight 
rates to that area more favorable. State age, 
give references and also military status. Indi- 
cate salary expected, or this can be opened 
for discussion. Outline experience since en- 
tering lumber business. Knowledge of rail- 
road and car material and special cutting 
as well as production for export will be of 
considerable value. State when available. 
This location in very small town. Company 
has large holdings. Well equipped mill with 


kilns and treating plant. Address Box K-5l, 


America Lumberman, Inc. 











SALES REPRESENTATION 
AVAILABLE 


If you manufacture a worthy product that 
you wish to have successfully and _intelli- 
ently distributed to the Michigan Lumber 
rade by manufacturers agent or on a com- 
mission basis please write us for references. 
Address Box K-47, American Lumberman, Inc. 











Man now calling on lumber yards in Mary- 
land and Washington wants to also represent 
reliable mills for Ponderosa, Fir, Plywood, 
Oak Flooring. 30 years experience. Reply to 
Bo»: No. K-48, American Lumberman, Inc. 


BUSINESS WANTED 














WANTED TO BUY 

Retail Lumber Yard and Building Supplies 
Business with good sales volume. Have am- 
ple cash to invest. Can give excellent bank. 
trade and character references. Give full 
particulars which will be held strictly con- 
fidential. Write P. O. Box 1138, ania, 
Florida. 





Wanted to Buy Retail Lumber Yards, small 
or medium, now in operation; location Dela- 
ware, Maryland, Virginia. Box AL 392, 221 
West 4lst St., New York. 


WANTED TO BUY— 
MISCELLANEOUS 


a TT 


RAILS WANTED 
Any weight—Any tonnage 
. H. DYER CO., INC. 
1859A Railway Exch. Bldg., St. Louis 1, Mo. 


STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before selling 
MIDWEST STEEL CORPORATION 
Charleston, W. Va. 








LUMBER & DIMENSION 
WANTED 











Wholesale distribution yard desires to make 
direct mill connections for dry yellow pine 
neetiing- Lumber Specialties Co., Granger, 
ndiana. 





Wanted: Birds eye maple logs, 12° and up, 
7’ to 16’ long. Warren Ross Lumber Com- 
pany, Falconer, N. Y. 





WANTED 
Sawn and Round Locust—Carloads. 
P. O. Box 1323, Cumberland, Md. 


~ BUSINESS OPPORTUNITIES | 


, — 











A Novelty of Current interest in the building 
line. License manufacture for big saw mill 
Catenin, will be given up for license man- 
ufacture. The production. which means an 
important substitute for steel products in the 
building business, has at poonees particularly 
current interest, owing to the serious shortage 
of steel. A considerable production is started 
for the east of Canada. The manufacture and 
the use have been very desirable by the gov- 
ernment in different countries. The patent is 
guaranteed. The production involves great 
possibilities of profit and has recently given 
about $25 per 1,000 sq. ft. Southern Pine and 
other cheap lumber can be used. Contact 
wanted with first rate woodwork industry 
only with good sales possibilities. Up to now, 
the sales amount to about 3 million dollars. 
Reply to ‘*70056," Box K-32, American Lumber- 
man, Inc. 





SITUATIONS WANTED 








“MISCELLANEOUS—FOR SALE 





15 years experience as accountant and au- 
ditor in wholesale and retail lumbering. 
Age 37, married, desires to make change. 
me Box K-44, American Lumberman, 
ne. 





Young. experienced Eo manager wishes to 


locate with independent yard. Address B 
K-45, American Canbesmen. Inc, 5 desi 





Advertising Yardsticks : 
Basswood and Hardwood. Reasonable prices, 
rompt delivery. F. M. Mosedale Co., St. 
hazles. Ill. 


CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO.., Inc. 
° Minneapolis. Minn. 








Position with retail or wholesale building 
material concern. College Graduate, ex- 
perienced retail buildin supplies, fuels, 
accounting—30, married. Breter Pennsylvania 
or New York State area. Address Box K-46, 
American Lumberman, Inc. 
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SAVE your advertising dollars by using ‘‘Tim- 
ber-r-r’’ cartoons in your newspaper ads. Mats 
of 104 cartoons on Building subiects now 
ready in | or 2 column sizes. Write to LIL-AD 
FEA ES. RFD 3, Box 150, Santa Ana. 
California. 








= ———., 
LUMBER & DIMENSION 
FOR SALE 


HARDWOOD STACKING STICKS—OAK 
1x1-11/2x8 Cars o: Truck 
1x1-1i/jx6" ars or Truck 
ae -O.B. Cars o: Truck 

NDL WITH STEEL STRAPPING 
STORM KING CORP., MIAMISBURG. OHIO 


ee 











Fir ® pD. Industrial Clears, ail 
sizes from our plant. Your inquiries 
answered promptly. 

Al Cl ts Lumber Co. 

PO Box 908 
Eugene, Oregon 





Phone 5-3317 TWX EG 049 


ee 





REDWOOD SURROUNDS—PACKAGED TRIM 


Interior and Exterior 
For Metal Casement Windows 
Made of Clear Kiln-Dried Redwood and Pine 


Immediate Delivery 
Any Quantity Large or Small 
Write for Literature & Prices 

STORM KING CORP., 


505 E. Pearl St., 
Miamisburg, Ohio 





LUMBER FOR SALE 
White Pine 
ed Pine 
Western White Spruce 
Eastern Spruce 


Hemlock 
MILL VALLEY LUMBER COMPANY, LTD. 
PHONE 80 
OSHAWA — ONTARIO 





FINISH LUMBER 
BRAZILIAN PARANA PINE 


Supplied by American owned and America 
managed firm in Brazil. This lumber KILN 
Dried and surfaced in the United States. 
Stocks on hand in 4/4 to 8/4 lumber. 


WIDTHS 6 to 12 inches. 
LENGTHS 10 to 18 Feet. 


ELTON H. SUHRKE 
ission, Kansas 





CANADIAN LUMBER FOR SALE 
We deliver Canadian Soft & Hardwood to 
the U.S. LUMBER TRADING CO., King’s Hall 
Bldg., 1231 St. Catherine W. MONTREAL 
P.Q. Canada. 


BUSINESSES FOR SALE 














Lumber and Builders’ Sepely Yard in small 
town in North Central Indiana doing $125. 
000.00 annual volume in radius of twenty 
miles. Centrally located between three good 
cities averaging 20,000 population. Excellest 
farming community. Excellent buildings with 
around $50,000.00 inventory. Wish io ter 
minate partnership of 27 years in same locs 
tion. Address Box J-35, American lumber 
man, Inc. 


— 





For Sale: Yard in Eastern Nebraska Town 
located in prosperous farming communily. 
Comparatively small investment wil! handle. 
Dwelling will sell with or without the yard 
Address Box J-42, American Lumberman, In. 


— 


LUMBER YARDS: Two in Iowa for Sale: Stoc 
estimate $100,000. Real Estate $35,000. Equir 
ment, Trucks, Tools, etc., at marke! value 
1950 Sales $300,000. Stand most rigic inspe 
. Harry White Realty Service, Osxaloos¢ 
owa. 





——— 





LUMBER YARD CE 

Northwest Illinois County Seat Town. PRI - 

Inventory Approximate, $58,500. Equipmen’ 

$5,000.00. Realty. $10,000.00. Subjec' to, 

voice. Real opportunity. Owner retiring. Hew 

others. d 

CALEB SMITH, REALTOR (Exclusive) 
7552 Wydown Blvd., Clayton, Mo. 
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BUSINESSES FOR SALE 


—~ 











FOR SALE 


Large retail lumber yard and Millwork Com- 
pany. Occupies nine acres. All lumber under 
cover and railroad facilities for unloading. 
Highly organized and desirable personnel 
available. Big backlog of unfilled orders. 
Large industrial city in Ohio. Address Box 
K-37, American Lumberman, Inc. 





A going retail business for sale in the City 
of Flint. Doing one-half million dollars per 
ear. Good location, everything under cover. 
eae and planing mill in connection. Write 
Box K-35. American Lumberman, Inc. 


FOR SALE : 
Lumber Yard in excellent location with all th 
lumber you want at sawmill prices. Address 
Box K-38, American Lumberman, Inc. 





CC _—_—___>=S=== 
BUSINESSES FOR SALE 








USED MACHINERY FOR SALE 

















FOR SALE—CENTRAL INDIANA COUNTY 
SEAT LUMBER & BUILDING SUPPLY YARD 
located in excellent manufacturing and farm- 
ing area of over 100, population. Good 
buildings and equipment: clean stock; ex- 
cellent layout for expansion. Approximately 
2,000.60 will handle. Wish to terminate 
artnership. Address Box K-53, American 
umberman, Inc. 





DRY KILN TRUCKS, any len with roller 
bearings. MIGHTY MIDGET CO., 1481 Park- 
way. Alliance, O 


TRACTORS. DOZERS. POWER UNITS 
Tractors with and without winches, with and 
without dozers. All makes, large and small. 
Machine shop rebuilt. Low prices. O. C. 
Evans, Mt. Sterling, Ky. 











PROMPT SHIPMENT 








Building Paper (36°°-500 sq. ft.) 
King Nail Bags—(larger opening) 
Twine (for tying lumber) 
Siding Corners (aluminum or Gal.) 
Aluminum Nails (in boxes or bulk) 
Iron Hangers (for wood joists) 
Cross Bridging 


HOSKING PAPER & SUPPLY 
P.O. Drawer 43 Wilmette, Ill. 





SOU. CALIFORNIA LUMBER YARDS FOR 
SALE. Advise size of investment you wish 
to make. Twohy Lumber Co., (Brokers) 714 
W. Olympic Blvd., Los Angeles 15. 





FOR SALE OR LEASE 


Desirable business property. Indus- 
trial heart of Gainesville, Florida. 
Complete millwork plant, 16 motor- 


ized machines, blower system, estab- 
lished operation. 250 ft. paved street 
frontage, 300 ft. railroad siding space 
rear. Ideal for War Contract work. 
Reply Box K-49, American Lumber- 
man, Inc. 





FOR SALE 
Lumber & Building Material Yard in Decatur, 
Alabama, location of “The Decatur Story.’ 
Shopping center for 300,000 people. Well 
established with opportunity for expansion. 
Only 3 blocks from Main street. Building. 
equipment, real estate about $31,000.00 with 
$43.00 inventory. Address Box K-50, 
American Lumberman, Inc. 





One circular sawmill with slab resaw, slash- 
ers, edgers, and trimmers complete. Capacit 

, ar day. In operation with severa 
acres of standing timber. Retail yard, -—e 
and box mill in connection. Will sell at a 


sacrifice. Write Box K-36, American Lumber- 
man, Inc, 








For Sale—Retail Lumber and Builders’ Sup- 
Ply Yard in Prosperous central Texas a 

nual sales volume in excess of $100,000. 
Buildings 5 years old and in excellent con- 
dition. Ideal location. Address Box J-44, Amer- 
ican Lumberman, Inc. 








FOR SALE: Small Building Supply Yard in 
town of 400. Volume about $60,000.00. In- 
ventory, buildings, mill equipment and truck 
$17,000.00 excellent opportunity for man 
be small capital to get into business for 
mself. Poor Buildings,. good equipment. 
$5 noo modernized house available at 


Address: Tennyson Lumber Co. 


Tennyson. Indiana 
(ee 


rd Quick Sale: Two good lumber yards, Gulf 
sol areas near Corpus Christi, Texas. Will 
fo either one or both together. Good price 
T quick sale. Owners have other business 


L g their time. Address Box K-33, American 
umberman, Inc. 
i 








: FOR SALE 
Retail Lumber Yard and Building Supplies 
cannes in town of 200. Excellent farming 
500 ey in S.E. North Dakota. Doing a 
a year sales. Address Box K-52, 


American Lumberman, Inc. 


Burtp: NG PropucTts MERCHANDISER 





“USED MACHINERY FOR SALE 


Slightly used heavy duty Corinth circular 
sawmill with edger and 135 horsepower Buda 
Diesel. Will sell either separately. Write E. R. 
Bailey. Gray Hawk, Ky. 


FOR SALE AT PRIVATE TREATY 
(Sealed Bid Basis) 


STOCK, MACHINERY AND EQUIPMENT of 
& 2. inger Lumber Co., Elizabethville. 
Penna., comprising the following: 


PLANT SITE, approx. 17 acres, thereon erected 
40° x 60’ Planing Mill, 60° x 120° Lumber 
shed, 20’ x 40’ cinder block bldg., 24’ x 60 
Sawmill shed, located 2 miles NW of Eliza- 
bethville, 27 miles north of Harrisburg, Pa., 

_ on paved Highway. 

DIESEL ELECTRIC GENERATING SET, pow- 
ered by Model SDC1125 Buda Diesel, 8 os 
240 HP Generator, EM 3 phase, 220-440 V.. 
75 KW. 95 KVA synchronous. New in 1948. 

DIESEL POWER UNIT, Buda, 6DC844, 6 cyl. 
used to power Sawmill. ; 

SAWMILL, Frick, Model 01, with sawdust 
blower, extra saw and cutoff saw. 

MOLDER, Woods, #110, 4 sided 5 heads, 
6’’x12’ powered by 30 HP Electric Motor. 

MOLDER, Tompkins, 4 sided. 4°’x24’", 4 heads. 

MOLDER, Smithway XL Moldmatcher, 4”, 
extra knives, New in 1949. , 

SURFACER, Crescent, 1 sided, 24’ with elec- 
tric _ grinder and extra knives. New 
in 1948. 

RESAW, Powers, Circular, Tilting rolls, 20 HP 
Electric Motor. New in 1949. 

SKILSAW. Radial, 15°’, 3 HP, Model 315. New 


in 1948. 

MULTIPLEX SAW, 10’ 3,4 HP Model 30A. 
New in 1948. ; ; 
MACK TRACTOR-TRAILER, Model LFT. with 

24’ Fruehauf Trailer. 
STUDEBAKER, truck, 1947, 12’ flat bed. , 
INTERNATIONAL TRACTRACTOR, TDS, with 
winch and Bucyrus Erie Angledozer. , 
HUGHES KEENAN Roustabout Crane, 24 
boom, with extra 18’ boom. 
Log Cart. ; , 

2 DISSTON power chain saws, with extra 
chains. : 
Also Knife grinders, extra saws, saw chains, 
Planer and Molder knives, shaving blower, 
1—20 HP Elec. Motor. winch cable. Saw 
chain grinder, etc. 3000, 500 and 275 gal. 

capacity fuel tanks, Office Equipment. 
Approximately 200,000 Bd. Ft. lumber. Also 
moldings, roofing, nails and builders hard- 











ware. 

This mill is operating at present and is lo- 
cated in an excellent lumber marketing 
area. 

Sealed bids will be accepted on the whole 
operation, or on individual items of equip- 
ment. Bids must be in the hands of the 
Secretary by Noon, May 3, 1951. Bids must 
be accompanied bv certified or cashiers 
check, amounting to 10% of bid. E. R. 
Klinger Lumber Co., reserves the right to 
reject any or all bids. 

For further information, contact: 

E. LeRoy Klinger. Pres. 

Elizabethville, Pa., Phone 159-R-3 
Mail bids to following address: 

J. Kent Hassinger, Secy. 

E. R. Kili Lumber Co. 


inger 
P. O. Box 43 
- Elizabethville, Penna. 


FORK LIFT TRUCKS 

5—Hyster Fork Lift Trucks Model RT 150 

15,000 lbs. capacity 
171/2 ft. lift 
Hydraulic yng Hydraulic Brakes 
New in 1946 to 1949 

Price from $4500.00. 
—— — Lift Trucks 

Ss. Capacity 

12 ft. lift 

Six pneumatic tires 

Price $3800.00 each 
1—Lift-O-Krane 

15,000 lbs. capacity 

10 ft. lift 

Pneumatic tires 

This unit can be used as either 

fork lift truck or Krane 

Price with all attachments $4600.00. 
l—Jaeger Mobile Crane 

12,000 lbs. capacity 

Solid rubber tires 

12 to 15 ft. telescoping boom 

Hydraulic steering 

Overhead guard 

Price $4500.00. 
1—Roustabout Mobile Crane 

15,000 lbs. capacity 

Solid rubber tires 

12 ft. to 18 ft. telescoping boom 

Price $4900.00. 


We guarantee all our equipment for 60 days 
against any mechanical defects. Terms: 1/3 
down, balance up to 24 months to pay. 

We have over 100 fork lift trucks for sale. 
All makes and descriptions. Inquiries invited. 
HARVARD EQUIPMENT CO., INC. 

291 Cambridge Street 
Allston 34, Mass. 

STadium 2-0826 





SURFACER: Hall and Brown 24" double head. 
each direct motor driven, 2 GE magnetic 
starters. Good operating condition, $1250.00. 
Carter-Lee Lumber Co., Indianapolis 7, Ind. 





One Whitman Concrete Finishing Machine 
(No. J). purchased new March, 1948, used 
—_ twice. Entire running time approximate- 
ly 15 hours. If interested will give full par- 
ticulars on request. Address Box J-45, American 
Lumberman, Inc. 





For Sale—l 60 HP Gregor Electric Motor and 
compensator—1 Westinghouse and 1 
General Electric 10 HP. Contact Horner 
Lumber Yard, Newberry, Michigan. 





Stk. No. 


143—UCS55 Link Belt Crane with 35’ boom. 
Serial No. ECU-105. This crane has 
never been used and is being sold at 
less than the list price. 
i EES RE Eee $15,000.00 

128—G.M. Diesel Power Unit Series 671. 6 
cyl. 150 H.P. Equipped with outboard 
bearing and 12°’ diameter pulley for ‘lat 
belt. This Diesel has run less than 200 


hours and is practically new. 
CURR EROS # Stes Sin Nich = si Pa $3,600.00 


142—Hercules Power Unit, Diesel Model DJXC, 
69 H.P. on extended base with electric 
starter, twin disc power take-off clutch. 
This power unit is practically new and 
has been used for display purposes and 
demonstrations only. Price . .$1,750.00 


All prices F.O.B. Our Yard. Terms: 50% 
down with order: balance Sight Draft, Bill- 
of-Lading. All items available at our yard 
for inspection at any time. 


Milwaukee Power Equipment Co. 
1111 W. Bruce St. 

Phone: Orchard 2-1342 

Milwaukee 4, Wis. 


~- BOOKS FOR SALE 


Lumber Measurements 
P. O. Box 8911 Philadelphia 35, Pa. 
Pocket Size Manual $1.25 
Basic Instruction Book $1.00 
Basic Reference Chart $1.00 
All for $3.00. 15 DAY TRIAL. 
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Screen Sales are 


“a \ iit ! 


“aN a with 


SARAN SCREEN COTM 


Nationally advertised 
Lumite—the ideal screen 
cloth for every exterior use 
—is distributed through 
hardware, woodwork and 
building supply wholesalers. 
Order now! Write for FREE 
sample and information. 


*Registered Trade-mark 


LUMITE DIVISION 


CHICOPEE MFG. CORP. OF GEORGIA 
40 WORTH STREET, NEW YORK 13, N.. Y. 











Patented 


Rod Devil 


DIAMOND POINT DRIVER 


Speed up glazing of sash, frames and mirrors. Automatically drives 
Diamond Points into hardest wood, at machine gun speed—using only 
one hand. Points won't drop out—drive ‘em in at any angle or posi- 
tion. Holds sticks of 100 points at one loading. Use two drivers to a 
lite—if speed is required. 


~ 





RED DEVIL TOOLS, 


Irvington 11, N. J., U.S.A. 
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Rosboro Lbr. Co 


Sargent & Co......... 
Schneider Bros. Lbr. Co. 
Seattle Boiler Works ‘ 
Security Sash and Screen Co. 
Sherwin-Williams Co., The.... 
Sisalkraft Co., The...... 
Skilsaw, Inc. 
Sloane-Blabon Corp. 
Smith Lbr. Co., Ralph L. 
SpeedWay Mfg. Co..... 
Swain & Bridge 


* Tannewitz Works ...... 


Texoak Flooring Co... 
Thomason Plywood Corp 
Thurston-Flavelle Ltd. 


Underwood Veneer Co. 
U. S. Plywood Corp.... 
Upson Co., The 


ber <9 Dado Sawing W< shes 


Webster Lbr. Co., H. E. wes 
Wel-Bilt Products Co., Ti2..-- 


esuesesee 


anene Seen 


Wells Lbr. Co., J. W......-- 


Wisconsin-Michigan Pag« 


Zegers, Incorporated . 





